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Here are some mighty important reasons 
why more and more “Do-It-Yourself” cus- 
tomers are buying BURNS Aluminum 
Tension Screens. ‘Live Wire’’ Tension. . . 
an active, lively, springy tension that locks 
tight and stays tight and patented BURNS 


1 EASY TO INSTALL! Anyone that can 
use a screw driver can install a BURNS 
SCREEN in 5 minutes or less. 

EASY TO OPEN! A simple flip of the fin- 

ger releases the tension catch and a BURNS 

“Live Wire”’ screen is open as simple 

as that! 

‘ STAYS TIGHT! Full length . . . No shorts 
yet BURNS patented catch keeps screen 
snug and tight with no sag or warp. 

NO RUST or STAIN! Always bright and 
new looking. No upkeep needed. 

NO HEAVY WOODEN FRAMES to cut, 
fit, paint or store! 

ROLL FOR STORAGE! Easy to store in 


2. 











ALUMINUM 
SCREENS 


catch are outstanding features that sell 
BURNS Screens first and keep them sold. 
Bigger savings for customers and bigger pro- 
fits for dealers keep BURNS Screens moving 
fast in a fast-growing ‘‘Do-It-Yourself” 
market. 


winter (package makes handy storage pack). 
COLORFUL PACKAGE! Outstanding on 
the dealers shelf . . . it’s easy to handle, easy 
to see and easy to sell! 

FAST SELLER! Attractive package .. . 
patented catch and dependable fit makes 
BURNS SCREENS move! No dusty, shelf- 
worn packages to cut down on profits if you 
carry BURNS SCREENS! 

FULL MARK UP! Full price mark-up and 
dealer protection mean more profits to 
dealers! 

DEALER AIDS! Attractive newspaper mats 
and statement stuffers help increase traffic in 
your store! 
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"EVERYTHING HINGES ON HACER /“ 





























VS 


FREE § if you enjoyed laughing ut Tom Henderson's mirth-making cartoon this 
month, send for Hager’s new book containing 28 full-size popular ‘Everything 





Hinges on Hager" cartoons! It's FREE! Just address 








C. Hager & Sons Hinge Mfg. Co. * 139 Victor Street + St. Lovis 4, Mo. 


Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 
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LOCK VENT AWNING 
MANUFACTURING 
DISTRIBUTORS 


GUARANTEE 


* No other permanent awning offers such 
service to its dealers. It's not too late to take 
advantage of this tremendous opportunity. 
There may be a dealership open in your 
area. Write directly to Lock Vent for com- 
plete information: LOCK VENT, INC., P. O. 
Box 8732, Richmond 26, Virginia. Phone: 
Chester 2561. 


SOME MANUFACTURING DISTRIBUTORSHIPS AVAILABLE IN KEY CITIE 
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April Feature Offerings 


How Three Dealers Sell Home Repair Jobs 

Sell ‘Em Wallpaper for Modern Interiors. 

Kay Displays and Sells Ornamental Iron. . 
Using a Tool Rental Department to Sell More 
Florida Dealer Departmentizes New Store 
How We Pay Employees and Make ‘Em Better 


Sites of Departmental News 


News of the Industry for the Month. . . 

What Happened at the Association Conventions 
Supply and Demand—Market Highlights. . 
Washington News of Interest to Dealers. 
Products on Parade and Hunches.. . 

Dealers in the News of the Month 
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Opa NATIONAL BUSINESS PUBLICATIONS 
Published monthly and mailed without charge to the wholesale and 
retail lumber and building material dealers in the 1s Southern and 


Southwestern states and the District of Columbia. To all others 
there is a subseription price of 25 cents per copy or $2.00 per year 


Business Representatives 
CHICAGO: Robert A. Blum, 333 North Michigan Avenue, Tel. Central 
6-4131 


CLEVELAND: W. G, Sheehan, 17021 Amber Drive, Cleveland 11, Ohio 
rel. Winton, 1-1306 


GASTONIA, N, ¢ W. C. Rutland, P. O. Box 102, Tel. 7995. 
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the South’s favorite 
WINDOW SCREEN 


} 


Bis 


ALL ALU 


Sizes 
for all double-hung 
wood windows 








Installed from inside 


in only minutes 


The exclusive GUIDE BAR immediately locates 
the correct position of the five screws...centers the 
TENSION -‘tite screen in the window opening. Takes 
only four to five minutes to install. Ro mistakes! 


No maintenance needed 


TENSION -tite screens never need painting or re- 
pairing. Simplest hardware...no loose parts...no 
levers or knobs to attract children. All aluminum... 
will never rust or stain. 


“HOW TO SELL 
MORE SCREENS” 


This 16-page issue of the TENSION- tite 
TIME cewe how to get more screen 
business by demonstration and display... 
where to obtain leads and locate best 
prospects... what points to stress. 

rite for your free copy if you 

have not yet received one. 


RUDIGER-LANG CO. 


310 International Trade Mart « New Orleans 12, La. 


2701 Eighth Street - Berkeley 10, California 
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Mr. Peepers says: 


HOW-10 talk on 1V- 
Thats what sells 





Profit by the fast-spreading talk about this 
easiest of all insulations to put up... low- 
est cost for high efficiency! Reflects up to 
95% of radiant heat. Perfect vapor bar- 
rier. Stack-display the easy-to-carry 
boxes that hold 250 sq. ft. each. 
Show the handsome embossed foil 
material, Use Reynolds counter dis- 
play. Call your jobber or write to 
Reynolds Metals Company, Building 


Products Division, 2036 South Ninth St., 
Louisville 1, Kentucky. 








Type B — Foil on two sides of tough kraft paper. 
Type C — Foil on one side of kraft paper. 
Widths: 25”, 33”, 36”, In rolls of 250 sq. ft. 
Accepted by F.H.A, 





Fe TE 





Reynolds [ifetime Aluminum 


Reynolds L//ime Aluminum 
Gutters and Downspouts 


Beavliful, rustproot. + * 
homeowners put up their 
own. Slip-joint age gee 
no soldering. Ogee an 
Hoif-Round, smooth or 
stippled. Attractive coun: 
ter display! 


Reynolds //etime Aluminum 
Flashing 


Rustproof, looks 
best, works easiest, 
costs less! 50’ rolls 
in Display Carton. 
Also Disploy Cartons 
of ten 18" x 48” flat 
sheets. 


Reynolds Lifetime Aluminum 


Nail Merchandiser e 


i d 
Different colore Bis. 
cartons for each is) 
spo 
ifications, 
specifica ; 
yses and advan- e 
tages of clumi- Z 
num: rustproof, 
| 
deep-selting and puitying eer 
nails 
times as many 
ven Set uP this display _ 
vice sell aluminum roofing, 


type nail giving 
non-staining, "° 
siding, common nails, etc. 


48” Wide 
Corrugated 
& 8-V Crimp 


‘6 ake 
ew 48 sheets ma 
pase heat-reflective 
Reynolds Lifetime os 
a bigger roofing = vd 
1 \ , 
bargain than ever 
eal to handle — vga 
metal taken up pepe # 
es on labor an ’ 
we gives the buyer ao tighter, 
better looking job. 


TELEGENIC AND TERRIFIC... 
REYNOLDS Do-it-Yourself ALUMINUM* 
TV and powerful national magazine adver- 
tising are behind this sensational success 
... Special aluminum that can be sawed, 
planed, drilled ‘with ordinary wood-working 
tools, Set up this self-selling display rack! 


*Reg. U.S. Pat. Of, 


REYNOLDS 98 ALUMINUM 


BUILDING PRODUCTS 
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See Mr. Peepers, 
Your Customers do! 





association 
directory... 


Associations serving Building Supply Dealers in 
Southern and Southwestern states—and served 
by SOUTHERN BUILDING SUPPLIES 


Alabama Building Material Exchange — 519 Stallings 
Building, Birmingham 3, Ala. Executive Secretary: Mrs 
Mary K. Harless. Tel. 7-3195. President: Peter Fyfe 
Birmingham, Ala 


Arkansas Association of Lumber Dealers — 727 Pyramid 
Building, Little Rock, Ark. Secretary: E. DeMatt Hender 
son. Tel. 8283. President: Byron P. Howlett, Monticello, 
Ark. 


Building Material Merchants of Georgia— 1050 Ponce de 
Leon Avenue, N. E., Atlanta, Ga. Counselor: Joseph G 
Rowell. Tel. Elgin 5329. President: W. O. McNair, 
Macon, Ga. 


Carolina Lumber and Building Supply Association — | | 4 
Builders Building, Charlotte, N. C. Secretary-Manager 
E. M. Garner. Tel. 6-5541. President: W. M. Spurrier, 
Charlotte, N. C 


Florida Lumber and Millwork Association —- 2218 Edge 
water Drive, P. O. Box 7125, Orlando, Fla. Secretary 
Treasurer: Mrs. Marie M. Bennett. Tel. 2-3761. Presi 
dent: B. Frank Edwards, Tampa, Fla. 


Kansas Lumbermen’s Association—Room 212, Farmers 
National Bank Building, Salina, Kan. Secretary: Marvin 
Von Fange. Tel. 4607. President: W. O. Leffingwell 
Manhattan. 


Kentucky Retail Lumber Dealers Association — Knott 
Building, Lebanon, Ky. Exec. Vice-President: Donald A 
Campbell. Tel. 74. President: H. L. Shannon, Henderson 


Louisiana Building Material Dealers Association — 528 
Florida Street, Baton Rouge, La. Exec. Vice-President 
R. Needham Ball. Tel. 2-4080. President: Shelby Hill, 
Monroe, La 


Lumbermen’s Association of Texas — Second National 
Bank Building, Houston 2, Tex. Executive Vice-President: 
Gene Ebersole. Tel. PReston 9157. President: John Arm- 
strong, San Angelo, Tex. 


Middle Atlantic Lumbermen’s Association— 1528 Walnut 
Street, Room 1123, Philadelphia 2, Pa. Executive Direc- 
tor: Robert A. Jones. Tel. PEnnypacker 5-5377. President: 
W. R. Lamar, Washington, D. C 


Mississippi Retail Lumber Dealers Association — 607 
North State Street, P. O. Box 1968, Jackson 115, Miss 
Secretary-Treasurer: E. B. Lemmons. Tel. 3-2077. Presi 
dent: T. A. Higdon, Forest, Miss 


National Building Material Distributors Association—| | | 
W. Washington Street, Chicago 2, Ill. General Manager 
S. M. Van Kirk. Tel. Franklin 2-3149. President: H. M 
Dooley, Saginaw, Mich 


National Lumber Manufacturers Association — |319 
Eighteenth Street, N. W., Washington 6, D. C. Exec 
Vice-President: Leo Bodine. Tel. Decatur 2-1050. Presi 
dent: James R. Bemis, Prescott, Ark. 


National Plywood Distributors Association — 20 N 
Wacker Drive, Chicago 6, III. Managing Director: Charles 
E. Devlin. Tel. Financial 6-2871. President: Robert C 
Whitmeyer, Gloucester City, N. J 


National Retail Lumber Dealers Association — 302 Ring 
Building, 18th and M Streets, N. W., Washington 6, D. C 
Executive Vice-President: H. R. Northup. Tel. NAtional 





NATIONAL LOCK 
HARDWARE... 


exactly what your 
customers want 


Re 8 


FORGED IRON 
HARDWARE 


Dead Black, Old Copper, 
Old Brass ... beautiful on 
both natural and painted 
surfaces, Traditional charm. 


Series 440” ... Series 
“410”... two great lock- 
set lines. Smartly designed 

. ruggedly built... 
fast and easy to install. 


BUTT HINGES MAGNETIC CATCH 


Round and square corner- Small, compact. Has extra 
ed, regular and template. pulling power, positive 
All standard finishes. But- action. Silent. No move 
ton tip with loose pins. ing parts. Easy to install. 


Cabinet Hardware, Concave Knobs, 
Brass Hardware, Furniture Trim, 
Forged fron Hardware, Small 
Builders Hardware, Butts, Hinges 


ALL 
HANDSOMELY 
PACKAGED 


were) f Better Than 


Envelope Packaging 
Yet Costs You No More 


IN Wi 
KOVAL UA 


Cash in on the many advantages of this popular slide 
box with cl@ar acetate cover. Inviting appearance 
Customer self service. Saving of sales time. Ease of 
stock control. Many others. Ask, too, about the yjnew 
profit-building NATIONAL LOCK Counter Dis- 
plays. Write us today for illustrated pricg list 


DISTINCTIVE HARDWARE...ALL FROM I SOURCE 


NATIONAL LOCK COMPANY 


Rockford, Illinois 
Merchant Sales Division 
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THE MEW ational GuarD 
[ALUMINUM] SCREEN DOOR GRILLE NO. S-75 


Stock a grille that’s priced to reach a mass 
market! This is it! A money-maker! Priced for 
the millions of small-budget homeowners who're 
proud of their homes — interested in improving 
them — looking for a grille they can afford! 

Easy-to-sell Anodized Aluminum — in grace- 
ful new design. Keeps its satin finish! Withstands 
weather deterioration! . 

Fully Assembled r 

Easy-to-sell-convenience in indi- 
vidual cartons. All homeowner has 
to do is attach to screen door. Also 
combination door style. 


Hyrry! Contact Your Jobber or 
Write Us Direct. 


National Ciuard Products, Inc 

540 Jackson Ave., Memphis, Tenn 

© Please rush full information on National 
Guard Aluminum Sereen Door Grille No 
B-75 to retail at 6.9% 

Also, please rush descriptive literature of 
Weatherstrip ©, Window Guards ©, Ashes 
tos Siding Trim), Aluminum Mouldings ©), 


NAME 
\ ADDUFSS. 
‘rt OP 








6757. President: H. J. Munnerlyn, Bennettsville, S. C. 


Oklahoma Lumbermen’s Association — 815 Leonhardt 
Building, Oklahoma City, Okla. Secretary-Manager: W. M. 
Morgan. Tel.: 7-0338. President: Virge Steger, Durant 
Okla. 


Producers Council—1!001 Fifteenth Street N. W., Wash 
ington 5, D. C. Managing Director: John L. Haynes 
Tel. Executive 3-1213. President: Elliott C. Spratt, St 
Joseph, Mo. 


Southern Builders Supply Association—8 | 4 Howard Ave 
nue, New Orleans, La. Secretary: Herbert Jahncke. Presi 
dent: Fred J. Grace Jr., Baton Rouge, La 


Southern Sash and Door Jobbers Association—920 Sterick 
Building, Memphis 3, Tenn. Secretary-Treasurer: C. Bar 
ney Gallagher, Jr. Tel. 8-4588. President: W. Horace 
Woods, Houston 


Southern Wholesale Lumber Association—NMcMillan Bank 
Building, Livingston, Ala. Secretary-Manager: Robert F 
Darrah. Tel. 3051. President: H. L. DeMuth, Jackson- 
ville, Fla 


Southwestern Lumbermen’s Association—5|2 R. A. Long 
Building, Kansas City 6, Mo. Secretary-Manager: Allan T. 
Flint. Tel. Victor 2265-6. President: Sam M. Arnold 
Kirksville, Mo 


Tennessee Building Material Association—7 | | Broadway, 
N. E., Knoxville 17, Tenn. Secretary-Manager: R. O 
Brownlee. Tel. 2-0185. President: W. S. (Red) Sexton, 
Knoxville, Tenn 


Virginia Building Material Association — 3305 Monu 
ment Avenue, Richmond 21, Va. Secretary-Manager 
Harris Mitchell. Tel. 6-1749. President: Forrest G. Brice 
Ashland, Va 


West Virginia Lumber and Builders Supply Dealers Associ- 
ation—P. O. Box 1589, Fairmont, W. Va. State Secretary: 
Sam H. Diemer. Tel. 364. President: George W. Kelly 
Charleston, W. Va 














We'd Like to Know .. . 


Mr. Dealer, whenever big things are happening 
around your company or yard, we want the facts 
to print so dealers and your suppliers throughout 
the South and Southwest may know of your 
progress and activity. 


If you're building a new store, adding a ware- 
house, taking in a new partner, becoming mayor 
or the president of the chamber of commerce or 
a civic club or a bank, or changing over to 
mechanical material handling—please drop us a 
note about this event. 


We will question you then for the necessary 
details and photographs to do a good reportorial 
job in this merchandising magazine for building 
material dealers. Just address: The Editor, 


Southern Building Supplies 


806 Peachtree Street, N. E. 
Atlanta 5, Georgia 
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‘ sur Sales Representative call on me 
CO JALOUSIE DISPLAY. Bill 
entire amount 
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” PREVIEWS the Opening of NEW 
THOMPSON FALLS LUMBER CO. PLANT 


Unique Plan Houses Each Unit 
In a Separate Building ... 


“Packy” is mighty proud these days-—-what with a brand 
new plant being opened at Thompson Falls, Montana, and 
what with this plant being about as modern as engineering 
science can make it. 
As can be seen in the picture of plant nearing completion, 
each unit is housed in a separate building to reduce fire 
hazards. The decks are 16 feet above ground—also for great- 
er fire safety. Shown are the edger and trimmer (at left), Sarge et eae 
new headrig with 8-ft. double cut band-mill (right), and from Pack 
25-in. round log gang saw (background). Not shown are the River 
planing mill, dry kilns, storage and loading shed. 
This plant, located on the banks of the Clark Fork river 
in the heart of the famous Cabinet Mountain forests of 
Northwestern Montana, is equipped to mill, dry and plane 
lumber and timbers up to 36-feet in length, 





D 
Pack River Sales Co. is 
the sole distributor of ACK RIVER SALES CO. 


NORTH IDAHO ENGELMANN SPRUCE SPOKANE, WASH, P.O. ee © TEL. MAdixon 0121 


Vv ° ul 
Whitest of All Softwoods! PACK RIVER LUMBER CO. NORTHWEST TIMBER CO. THOMPSON FALLS LUMBER CO. 
Sendpoint, Idaho Gibbs, Idoho Thompson Falls, Mont. 
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12. Installment Financing. Concise 
new handbook and guide explains 
system based on FHA Title 1 and 
regular ABC supplementary plan of 
financing home improvements and 
repairs. Allied Building Credits, Inc., 
P. O. Box 3426, Terminal Annex, Los 
Angeles 54, Calif. 


14. Ventilating Fans. New specifica- 
tion sheets describe Murray line of 
fans, including 20- and 24-inch win- 
dow fans and vertical and horizontal 
ventilating fans. Exclusive sales . 
is the H. C. ik Company, Inc., 
177 Harris St., N.W., Atlanta 3, Ga. 


18. Home Planning. “Plan With Ply- 
wood for Better Living” is a two- 
color booklet describing fir plywood 
and covering its multiple usage in 
home planning. Structural, func- 
tional and decorative advantages are 
discussed. Douglas Fir Plywood As- 
sociation, Tacoma 2, Washington. 


26. Glass for Construction. Shows use 
of flat glass as windows, window 
walls, doors, partitions, transoms, 
clerestories, 24-pages. Characteristics 
of products. Specification helps. Lib- 
bey-Owens-Ford Glass Company, 
Nicholas Building, Toledo 3, Ohio. 


28. Protective Paper. Two folders 
on uses of Sisalkraft protective 
papers are sent on request. One 
describes covering and protection 
uses. The other describes low-cost 
lining for attics, poultry houses, and 
other uses. The American Sisalkraft 
Co., Attleboro, Mass. 


36. Builders Hardware. New items 
and improvements in the Adams- 
Rite line of locks and builders hard- 


ware specialties are shown in cata 
log No. 49. The Adams-Rite Manu 
facturing Company, 540 W. Che 
Chase Drive, Glendale 4, Calif 


40. Ideal Millwork. Folders are ava 

able illustrating and_= describi 
IDEAL Brand Kitchen Cabinet 
Wood Window Units, Sliding Doo: 
Frame-N-All Door Units, Fireplac« 
Mantels, Garage Doors, Corner Cal 
inets, Linen Cabinets, Colonial E: 
trances, and other millwork product 
Ideal Co., Box 889, Waco, Texa 


42. New Economy line of thresholds. 
These thresholds are availabl 
watertrough, single lip, and saddlk 
types. They are available in carto. 
along with screws and hooks. Sout! 
ern Metal Products Corporation 
Rayner, Memphis, Tenn. 


44. Material-Handling Equipment. A 
specification chart for 45 standard 
Ross carriers is included in an at 
tractive new bulletin. Various mode! 
are shown in action in the photo 
graphs. Ross Carrier Line, Industria! 
Truck Div., Clark Equipment Co 
Miller St., Benton Harbor, Mich 


48. Asphalt Shingles. A‘ new four 
color folder for consumer distribu 
tion shows the interlocking wind 
proof feature of Ruberoid Dub! 
Coverage Tite-On shingles. When 
held up to the light, this clever 
folder shows the double and triple 
coverage of the shingles. The Rubs 

oid Co., 500 Fifth Ave., N. Y. 18, N. Y 


50. SSIRCO Building Products. | 
lustrated literature, newspaper ad 
vertising mats, instruction sheet 
and price lists are available on 1 





SOUTHERN BUILDING SUPPLIES 
806 Peachtree St., N. E. 
Atlanta 5, Ga. 


Gentlemen: 


Name__ 
Company 
Address 


City & State 





Please send me the bulletins cnd catalogs indicated. 
(Print Plainly) 


April, 1954 





Title. 


ng, siding, plywood, wallboard, in- 
ulation, garage doors, and screening. 
Advertising Department, Southern 
States Iron Roofing Co., P. O. Box 
1159, Savannah, Ga. 


60. Clay Pipe and Specialties. Attrac 
tive two-color booklet describes 
Oconee vitrified shale sewer pipe, 
fittings, drain tile, flue lining, brick, 
and structural specialties. Oconee 
Clay Products Co., Milledgeville, Ga. 


64. Masonry Cement. Pocket-size 
booklet contains suggestions for bet- 
ter masonry construction, tables 
showing amounts of mortar and 
masonry products needed, and gen- 
eral information on Cumberland 
Portland Cement Co., Chattanooga 
Bank Bldg., Chattanooga 2, Tenn. 


66. Plastic-Finished Panels. A new 
8-page, full-color catalog shows Mar- 
lite plastic-finished wall and ceilin 

panels and other Marsh products. It 
shows solid colors in various colors 
and scorings, plus the variety of 
wood and marble finishes. arsh 
Wall Products, Inc., Dover, Ohio. 


76. Insect Screen. Retail prices of 
Cortland brand insect wire screen- 
ing can be figured quickly and easily 
with a new 22-page Surface Table 
guide. Other sales information is in- 
cluded. Wickwire Brothers, Inc., 
Cortland, N. Y. 


86. Penta Wood Preservatives. New 
Illustrated free booklet “ABC’s of 
Wood Preservation” tells how to 
treat wood for protection against Rot, 
Termites, Warping and Swelling. It 


(Continued on page 11) 





Circle numbers below. Bulletins and catalogs 
will be mailed promptly 





18 
42 
64 
96 
132 
160 
174 
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Let PLASTERGON 


> paint this wallboard 
profit picture for you 


We'd blush at the suggestion that we're Old Masters 
. . . but we have what it takes to make a wall a work 
OF Ott 


That's Plastergon . . . made in every type of wallboard 
your customer needs, Styled and specified to his exact re- 


quirement , . . and at the best price. 


Let us help you to create a sales masterpiece with the 
complete Plastergon line. Ask us for full details and 
product literature. 


PLASTERGON 
Wallboards 


THE PLASTERGON WALLBOARD COMPANY 
P. O. Box 40, Station B, Buffalo 7, N. Y. 
Cable Address, ‘‘Plastergon’’ ¢ Phone Riverside 3370 


Check this list... 
you'll find a wallboard 
for your every need 


BUCKSKIN READY BEND — 
1/10” pebbled wallboard es- 
pecially useful in display 
work, 4’ x 8’ panels... 20 
pieces per bundle. 
DUO-TONE—2-color wall- 
board in 6 different color 
combinations, Four-ply . . . 
48” wide ...6 to 12 ft. long. 
Bundles of 12. 
PERFECT-O-CELL — Approxi- 
mately 3/16”, 4-ply, pebbled 
wallboard with extra sizing 
on both sides. Rich cream 
color. 48” wide . . . lengths 
6 to 12 ft. 

MAMMOTH — Approximate- 
ly 4", 5-ply, pebbled wall- 
board of great beauty and 
strength. 48” wide . . . stand- 
ard lengths 6 to 12 ft. Bun- 
dies of 10. 


ECONOMY —A lot of value 
at low cost. Smooth finish, 
both sides. 4-ply . . . 48” 
wide .. . 6 to 12 ft. long 
... bundles of 12. 


EBONY—!," asphalted un- 
derlay board, 30” x 48” 
(100 sq. ft. = bundle). 
Also standard panels 48” 
wide, 4 to 12 ft. long. 


BUDGETAIRE PAINTCOTE — 
5/16” insulating board. Lic- 
orice root fibres. Factory 
painted one side. 48” wide 
...6to 12 ft, Bundles of 10. 


LOCKAIRE PAINTCOTE—!/,” 
insulating board. Licorice 
root fibres for greater 
strength. Factory painted 
9 a 48” wide ... 6 to 
12 ft. 


LOCKAIRE—!/,” and 25/32” 
Asphalic board. 48” wide 
... 6 to 12 ft. long. Also 
v-joint panels 2’ by 8’. 
25/32” building boards. 
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includes complete data and informa- 
tion about Seal-Treat and Deep- 
Treat wood preservatives with direc- 
tions for use by the home handyman. 
Chapman Chemical Co., 707 Dermon 
Bldg., Memphis 3, Tenn. 


88. Asbestos-Cement Building Prod- 
ucts. Shingles and Wallboard: Full- 
color illustrated folders on “Century” 
Asbestos-Cement Roofing and Siding 
Shingles; also illustrated folders with 
application information on “Century” 
APAC Sheets. Write Keasbey & Mat- 
_ tison Company, Ambler, Penn. 


96. GPX Plywood. New consumer 
folder introduces trade character 
who epitomizes the toughness and 
smoothness of GPX plastic-faced 
plywood. Folder shows and describes 
construction, specifications, and four 
grades of this material. Thirteen 
popular uses are spotlighted in three 
colors. Georgia-Pacific Plywood 
Co., 270 Park Ave., N. Y. 22, N. Y. 


98. Ideal Bathroom Cabinets. Cata- 
log shows cabinets in 18 designs and 
a wide range of sizes, including 
chrome-plated, fluorescent - lighted 
models. It also shows clothes-chute 
doors and milk and package receiv- 
ers. The Ideal Cabinet Corporation, 
7722 Joy Road, Detroit 4, Michigan. 


100. Tension Screens. Four Color 
counter display sells the advantages 
of Keystone Aluminum Tension 
Screens, such as easier installation, 
lower cost, eye appeal and durability. 
Easy to follow installation sheets and 
consumer envelope stuffers and 
newspaper mat service are also 
available for distribution to retailers. 
Keystone Wire Cloth Co., Factory St., 
Hanover, Pa. 


106. Lockset, Forged Iron and Cab- 
inet Hardware literature describing 
National Lock Company’s latest line 
of products is available to dealers 
who are looking for new methods of 
“Shelf Service” Merchandising. Lit- 
erature is complete with illustrations, 
descriptions and list prices. National 
Lock Co., Rockford, Il. 


126. Asphalt Products. The Certain- 
teed Products Corp., 120 East Lan- 
caster Avenue, Ardmore, Pa., has 
issued a 32-page, 4-color catalog for 
its asphalt roofing and siding. It con- 
tains 90 pictures of Certain-teed’s 
color blends and solid shades. 


132. Completely Concealed Sash Bal- 
lo 


ance. A two color folder which gives 
details of design, construction and 
operation of Hidalift Sash Balance 
for double hung windows. Numerous 
illustrations explain the six easy 
steps for installation and the many 
exclusive features of this completely 
concealed sash balance. The Turner & 
Seymour Mfg. Co., Torrington, Conn. 


144. “Porch Enclosures” — A new 
descriptive four page booklet show- 
ing the uses of Jalousies, features 
many photos of Jalousie installations 
that will spark ideas in the minds of 
home-owners who want to add more 
living space by enclosing their 
screened porches for year-round liv- 
ing. Before and after pictures vividly 
demonstrate the advantages of using 
Ludman Windo-Tite Jalousies for 
practical beauty plus year ’round 
comfort. Ludman Corp., Jalousie 


Div., P. O. Box 4541, Miami, Fla. 


148. Wood Preservatives. Illustrated 
literature, technical bulletins on ap- 
plication, newspaper advertising 
mats, counter display shipping car 
tons and price lists are available on 
PENTAchlorophenol wood preserva 
tives. Wood-Treating Chemicals Co., 
5137 Southwest Ave., St. Louis 10, Mo 


150. Ponderosa Pine. 72-page book 
describes properties, uses and grades 
Shows actual pictures of ee 
tive pieces in each grade. Lists rec 
ommended grades for various uses 
and standard manufactured sizes 
Western Pine Association, Yeon 
Building, Portland 4, Oregon. 


154. Masonry finishes in_ colors. 
Color card for mineral coating that 
stops water and beautifies all ma 
sonry in a variety of colors and 
white. To-the-point color card gives 
coverage information for this water 
mix, easy to use, masonry finish 
American STA-DRI ompany 
Brentwood, Maryland. 


160. Corrugated Asbestos Cement 
Products. A new 82-page manual 
contains numerous drawings and 
photographs to show proper applica 
tion of Careystone corrugated as 
bestos-cement roofing and siding. It 
gives complete data and specifica 
tions, and describes the Carey esti 
mating service for dealers. The 
Philip Carey Mfg. Co., Cincinnati 15, 
Ohio. 


162. Solid Interior Hardwood Panel- 
ing ... An Illustrative Brochure 
showing characteristics and adapt 
ability of beautiful tongue and 
groove hardwood paneling in Black 
Walnut, Wild Cherry, Butternut, 
Idaho White Pine, Wormy Mahogany, 
Sassafras, and Maple .. . Chester B 
Stem, Inc., Grant Line Rd., New Al 
bany, Ind. 


164. Building Materials Catalog 

A new 12-page catalog with color 
illustrations of typical roofing and 
siding products is now available 
upon request. The catalog contain 
general information and detailed 
specifications on Flintkote asphalt 
shingles, asbestos-cement product 
insulation products, insulating siding 
and built-up and roll roofing ma 
terial. Write Flintkote Co., 30 Rocke 
feller Plaza, New York 20, New York 


166. Redwood Information — Book 
lets and complete information on 
redwood lumber and products cove! 
ing subjects such as natural finish 
ing, painting, gluing, machining, 
siding, board and batten wall: 
screwing and nailing, termites, et« 
The Pacific Lumber Company, 35 
East Wacker Drive, Chicago 1, Il 


168. Masonry Cement: New 16-page 
illustrated booklet outlining the ad 
vantages of Lone Star Masonry Ce 
ment in simplifying the problem of 
obtaining uniformly high-quality 
mortar, as well as the economy of 
one rigidly standardized, ready-to 
use cementing material instead of 
two, with no lime or portland cement 
to add, and no soaking or slaking 
Provides timely information on 
soundness, low absorption, high 
water repellency and other factor 
contributing to durable, weather 


resistant performance. Contains easi- 
ly-read graphs showing effects of 
mix proportions on water retention, 
strength and absorption, effect of 
mixing time on water retention, etc., 
long with convenient reference 
tables for estimating quantities. For 
copy, address Lone Star Cement 
Corp., 100 Park Ave., N. Y. 17, N. Y 


174. Medicine Cabinets. Brochure 
howing our sliding door medicine 
cabinets. 20 gauge steel construction, 
2” gleaming chrome frame, selected 
plate glass mirrors, bulb edge glass 
helves and other high quality fea- 
tures. Same cabinets also avail- 
ible with fluorescent lights. Mirro- 
Chrome Company, Inc., 407 Rider 
Ave., Bronx 51, N. Y. 


176. Bird Master-Bilt Thick-Butt 
Shingles. The traditional and pastel 
hades of the Bird Master-Bilt Thick- 
sutt shingle are exacting and color- 
fully pictured and described in a new 
circular. In addition, the circular ex- 
plains the distinct advantages of the 
Viaster-Bilt’s Thick-Butt construc- 
tion, with its deep shadowlines, and 
extra protection. Bird and Son, Inc., 
East Walpole, Mass. 


178. Nails. Large, illustrated new 
Catalog lists sizes, types, specifica- 
tions on all kinds of nails. It has 
valuable information and _ tables 
howing count per pound for various 
types of nails. Available from nearest 
Gulf representative or from Gulf 
Steel & Wire Co.—Bayamon 12, P. R. 
U.S.A 


180. Folding Door. Folder illustrates 
Spacemaster Folding Doors by the 
manufacturers of Modernfold. Space- 
master folds within door opening .. . 
gives more usable space for place- 
ment of furniture. Washable, vinyl 
fabric covered steel frame. Space- 
master comes as complete package 
unit—ean be installed in 10 minutes’ 
time. New Castle Products, Dept. 5R, 
New Castle, Indiana. 


182. Shower Doors. New catalog 
heets and price list covering Drexler 
hower doors and tub enclosures is 
ivailable. Six styles are pictured. A 
ariety of sand-carved decorative de- 
igns and monograms add distinction 
to the doors. Drexler Manufacturing 
Co., 547 Peachtree St., Atlanta, Ga. 


184. Orangeburg Pipe and Fittings. 
\ complete line of catalogs and fold 
rs, for contractor and consumer dis 
tribution, illustrate and describe 
on-metallic Orangeburg Root-Proof 
Pipe, its uses and advantages for 
inderground non-pressure applica 
tions. Also Orangeburg Perforated 
Pipe for septic tank disposal fields, 
foundation drains and field drainage 
Orangeburg Mfg. Co., Inc., Orange 
burg, N. Y. 


186. Weatherstripped Jalousies. New 
four page brochure describes the 
completely Vinyl Weatherstripped 
Denison Jalousie for windows and 
doors. It also points up the perfec- 
tion of the jalousie as a revolutionary 
new prime window, for all climates, 
when fitted with storm sash inter- 
changeable with recessed screen. 
Distinctive features of the Denison 
jalousie are shown. Denison Corp., 
1890 N. E. 146 St., N. Miami, Fla 
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IT’S ROOF DECK... IT’S INSULATION... 
Cuts application time 45% or ing ceiling. Inroofsheathingtime * Meets F.H.A. ‘‘U"’ require- 
more. Only one material to handle alone, Roof Deck can save 12 ment of 0.15. Inch for inch, Roof 
instead of several. Eliminates need man-hours per thousand sq. ft. of Deck provides more than twice 
for separate roof boards, insula surface compared with 2” x 6” the insulation value of wood alone. 
tion, ceiling materials and finish- D&M roof sheathing. For areas where the average Jan- 


Makes it easy to apply 

low-cost built-up roof. 

Standard mopping and laying of roofing 
felts plus imbedding of gravel in bitumen 
provides attractive, weatherproof roof at 
low cost. For wood, slate or asbestos 
shingles, simply install nailing strips 
directly over the deck. Roof Deck ea: ily 


supports weight of men and equipment. 
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saves ‘80-300 a home 


AND FINISHED CEILING! 
uary temperature is colder than * The underside of Insulite Roof done! No need to plaster, paint, 
45°F., Roof Deck is available with Deck is finished with a white fla tain or wax. Insulite Roof Deck is 
a built-in vapor barrier. Roof Deck resistant surface at the fa ivailable in 2’ x 8’ units, 114”, 
helps absorb sound, too... makes Simply lay Roof Deck over ; ” and 3” thick with or without 
homes quieter, more livable. finished beams and the ceiling Insulite’s exclusive vapor barrier. 


Complete information Now Availab! and constru 
details show | ise new Insulite k to build better for less. Write Insulite, 
. savings of $89 to $344 per M” Minneapolis 2, M 
“We figure we can put on a built-up roof Roof deck, insulation and finished ceiling in one quick money- 
with Insulite Roof Deck at a saving to saving operation with 
the builder of $89 to $344 per thousand 


sq. ft. For example, compare the cost of 
2” Insulite Roof Deck in place against 
2” Redwood T&G, stained and finished, 
plus 14” roof insulation and you save 
$344." Mr. O.E. Linville, Linville Broth- 


ers, Lafayette, California. 
INSULITE DIVISION } i 


Roof Deck Minnesota and Ontario Paper Company 
Minneapolis 2, Minnesota 
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Customers Buy The Best Known Products! 


The original, completely weather stripped removable win- 
dow. Easy to install, and so easy to clean! 


Architecturally styled for high placement in rooms requiring 
maximum of light and ventilation. 


SURE-LOKS embellish homes with an air of gracious beauty 
and provide full ventilation in all seasons. 


R-O-W DISTRIBUTORS 


MANUEACTURERS OF MILLWORK © DISTRIBUTORS OF BUILDERS SUPPLIES 


Kocky GP locwect, Ciegerca 


MILLWORK PLANT: RENO, NEVADA 


THE MOST POPULAR BY 2 TO 1 
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You Buy... ams --.in White Only 


You Receive... = e+ Jinting Units Free 





You Sell. ..\¢-=5/ 23) 36 Colors and White 


@ 60-Second point of sale color service 
@ Choice of 36 colors and gleaming white in ten products 
@ Increased color selection without color confusion 
@ Precision colors at no added cost 
@ Guaranteed color matching 
@ Smaller investment... greater turnover. 
“Tinto” says: 


Your success is guaranteed with the patented Muligint Line 
‘7, . 
Every Shade 


Freshly Made DEALERS! Write Today For Full Details 


An independent 


~) biG = ; Manufacturer 
— %) “\ Seidlitz Paint & Varnish Co. Seidlitz Sales Corporation My 
Cis: Kansas City 10, Mo. Be Baltimore 30, Maryland Serving 


ae) independent 
Seidlitz Sales Company of Michigan Seidlitz MultiTint-Atlas Paints, Inc Dealers 
Detroit 26, Michigan * Los Angeles 1, California wha 
A Warehouse Distributor Near You 
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heating or cooling 
ducts in slab 





concrete slab 
on ground 














All “Maaanes Maa aNN 











Now... you can step up 
your sales of perimeter insulation! 


There’s news for alert dealers in the new and Here are its specifications: 
expanded line of Fiberglas* Perimeter Insulation. 
Designed to increase your sales, this line includes 
a much broader range of sizes. With this expanded Type AE-6 "ke ty 
line of products, you can supply the requirements (Asphalt Enclosed) 9” 12" 
for any kind of basementless construction, includ- 18” 24” 
ing both craw! spaces and slabs of all types. 

Type PF-615 12” 18” 


More than half of today’s new homes are (general purpose) 
basementless. Fiberglas, the best known of all eee Te — 
perimeter insulations, is extremely practical for Type PF-619 20 
such construction. It is unexcelled in thermal 
efficiency. Being inorganic, it will not rot or mil- compressive strength 
dew, and resists harmful soil acids and moisture. is essential) 


MAX 
PRODUCT WIDTHS LENGTH THICKNESS 











(for use where 











If your jobber salesman has not already acquainted 
you with the new Fiberglas line and the opportunities 
it offers, write for full information to any of the distrib- 
utors listed below, or to: Owens-Corning Fiberglas 
Corporation, Dept. 162-D, Toledo 1, Ohio. 


INSULATIONS ' ; INSULITE : TIGER 


rE i es tr (RR 1S. P. Of ° ° 
Fiberglas ts the trade-mark (Reg. U.S. Pat. Off.) ; ia ciesiniieas > ena coatauniian tity . ci ualinenen ®t deah tie aaea ties 

of Owens-Corning Fiberglas Corporation for a ax Ce > paopucts cone COMPANY ® ONTARIO PAPER CO : co. +  & TRANSPORT CO 

variety of products made of or with fibers of glass Loneseter, Pe. : pstmare, Pe : New York, N.Y : Minneapolis 2, Minn Naw York, N.Y ° Cleveland, Ohio 
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BIRD 


Shingles 


& Sidings 


MOUNTAIN GREEN 
BLENDE WEATHERTEX 


RUSSET GLO 
BLENDE 


2 
yr 
, 4. 


BROWN BLENDE 


SAGE BLENDE 


BRIGHT REO 


YOU’RE LOOKING AT WHAT SELLS 


Colors that ha 


so popular with so many homeow! 


Especially the Rainbow 


‘Today’s low roofline has skyrocketed int 
salesminded dealers are cashing in 
decorating market by featuring Master-B 
Why? Because of an unequalled var 
brilliant colors to delicate pastel 
long-lasting thick-butt shingle with 
coating and two deep! 


5 I 


Ask) 


BIRD & SON, ine., 


QUALITY PRODUCTS SINCE 1795 


EAST WALPOLE, MASS., NEW YORK, 


Oe: 


oe) 


ROOFING TODAY: COLOR! 
ade BIRD Master-Bilt shingles 


t in color-roofing. And aggressive, 
ie tremendous re-roofing and re- 
‘ainbow Colors. 

hade and tone... from smart, 
use the Master-Bilt shingle is a 
irfacing — two layers of asphalt 
lded layers of ceramic granules. 


hutor for further details —or write 


B-+, Kast Walpole, Massachusetts. 


N. Y., CHICAGO, ILL., SHREVEPORT, LA. 





= 

. Denison 
© . , > 
Jalousie Hers 
stripped with life- 


OM AML La ee viny! plastic. 





Exclusive tension- 
seal* louver clip*” 


with adjustable tab. 


hy aden it? 404 2 
CPO UTE ae eae te % 


Patented jamb wea- 


kkk 





he 5 } i 
therstripping Weatherstripped storm 


sash interchangeable 
with recessed screen. 











KD (knockdown) UNIT 


Heavy extruded aluminum frames. 
Sizes from 17”x17%" to 417x944". ‘ 
Heads and sills in 4’, jambs in 3%” eae ' 
increments. Odd width windows made i tt9 Sloping sill, vinyl 
with simple sawcut. Assembled with 8 weatherstripped. 
screws. 7 KD units stocked in the c 
space required for one assembled cane eed 
unit. Glass may be ordered from local 

glazier. 





© 1953 Denison Corporation *US Pat. No. 2,654,921 
**Copyright 1953 Denison Corporation ***Pat. Applied For - 





INSTALLATION DETAILS STANDARD OVERALL SIZES 
FReal i RP dad sof oop 


+ 4 + + s—p + 


cane, 
ty A 4 pes 


Bee 


22 


REE 
























































CONCRETE BLOCK FRAME BRICK VENEER 




































































6 364 


DEALERS! DISTRIBUTORS! Certain desirable IN FLORIDA IT'S WEATHERMASTER 
territories are available — WRITE TODAY! Dp 2. 
a 
Dept. SBS-4, 1890 N. E. 146th Sc. q DS Ison 


menage? . 
North Miami, Florida Corporat Ion 
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Every Window's 
a Prospect for 


DURALL! 


New All-Aluminum Tension 
Screen Costs Less 
Than Paint and Repair for 
Frame Screens 


Durall Has CUSTOMER Appeal! 


What a boon to the homeowner! Enough 
long-lasting, low-cost DURALLS to 
screen his entire house can be carried 
under his arm! Each snaps on in 9 
seconds from inside the house. An entire 
house can be screened in less than 


an hour! 


Durall Has SALES Appeal! 


As easy for the dealer to stock the full 
DURALL line as it is for the home- 
owner to store ’em. DURALLS roll up 
into light, dustproof, handy storage 
cartons—fit into the tiniest space! 


Durall Has PROFIT Appeal! 


Fast-sellng DURALLS are becoming 
popular every day. They sell with a 
minimum of demonstration. And, a full 
advertising schedule in newspapers, 
magazines, ‘I'V are pre-selling your 
prospects on DURALL! 

See your DURALL representative 
now. Be sure you’re fully stocked for 
profitable spring selling! CASH IN— 
MAKE BIG PROFITS WITH... 


DURALL 


ALUMINUM TENSION 


SCREENS 


itl ON g 8¥uag o> 
Cr Scaretoed by © 
Good Housekeeping 


oor 


o 
45 apniansto 8S 


NEW YORK WIRE CLOTH COMPANY, INC. 


New Canaan, Connecticut 








This New Kind of Screen 
opens a BRAND New 
Market for You! 

your customers want DURALL 


because... 


Durall Goes Up From 
Inside in 9 Seconds 


Durall Is Aluminum, 
Can’t Rust or Stain 


Durall Costs Less Than 
Old-Fashioned Screens 


Durall Rolls Up 
to Store 


Durall Is The Only 
Packaged, Complete 
Screen 

Durall Fits Snug as a 
Clamshell 


Cash in on the Huge Demand 
for this NEW SCREEN! 


Five million Duralls have been sold in every state in the country 
but the market has hardly been scratched. Dealer upon dealer, 
in hardware stores and lumber yards, this year is stocking Durall 
exclusively. And powerful advertising in magazines is helping 
them to make fast, easy and profitable sales. Ask your jobber 
to supply you or write to: 


cee > 
} 
NEW YORK WIRE CLOTH 
COMPANY 


63 Park Street, New Canaan, Conn. 
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Increased Sales... Measured in Square Feet 


Every square foot of your floor space can help increase sales 


with the installation of effective display material. 


The Gate City display unit is one of the most popular of all sales aides 

at your disposal. Customers can easily visualize the window as it will appear 
in their home...even operate the vents just as in a permanent fixture 

Every one of the many advantages of Gate City Wood Awning Windows 

can be dramatically demonstrated right on the spot... 

yet the entire, compact unit will only occupy 5 square feet 


of your valuable floor area. 
e National advertising is making Gate City Wood Awning Windows a “household” word. 
e Factory assembled as complete units, they save storage space...are simple to install. 


e Available in 75 stock sizes. 
GATE CITY SASH & DOOR CO., DEPT. SBS-1 
f. P.O. Box 901 rt Lauderdale, Fla. 
AWNING WINDOWS Gentlemen: Ple end complete information on Gate 


inated fo Loy lie | Sy Wad hag Wino 
| 
| 
L. 








Name —___ 





Address ____ 





a 





“Window Craftsmen for over 40 years” 


APRIL, 1954 . . . Tell our advertisers you saw it in SOUTHERN BUILDING SUPPLIES 





First in the Southeast— = // 


(GY "Ms VL A 


OW 3 WIDE ALUMINUM ROOFING = 
a Y fel —__ Ld Wizz 
W/ 


= SAVES UP TO 7% ON MATERIAL COSTS — 
W-e We Vit: aE. 


PLUS 
Half the Handling Half the Time 
Half the Side Laps 






































Now you can offer your customers 
savings in time, trouble, and cost for 
every roofing or siding job, by stocking 
and selling 50” wide 8-V Crimp and 
48” Corrugated Reynolds Lifetime Alu- 


minum Roofing. 


50% fewer sheets to handle . . . less 
installation time .. . 50% fewer side 
laps, meaning savings in material costs 


for the same coverage. 


Beautifully embossed for glare reduc- 
tion, both the 8-V Crimp and the Cor- 
rugated are available in .019” and 
024” thicknesses. Order from our 
ample stocks. Immediate overnight 


delivery to any point in the Southeast. 


Don’t wait! Be the first to profit 
from these savings. Order today 


from the nearest SSirco warehouse. 


Southern States Iron Roofing Co 


wehZelalals iMate Tampa,. Fla tautlalelale lua tie| Louisville, Ky. 
rN ilelalic Mam Gre) altel Teale! New Orleans, La Columbia, S. C 
Jacksonville, Fla Nashville, Tenn Raleigh, N.C 

Memphis, Tenn. Richmond, Va. 
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WHICH CLASS ARE YOU? Seldom have we 
heard a lumber dealer make such a provocative 
and meaningful speech as that made at the recent 
conventions of Virginia and Carolina dealers by 
W. T. (Bill) Spencer, of Gastonia, N. C. Spencer 
was put on the program partly in respect for his 
position as Southeastern member of the NRLDA 
executive committee, but more so because he is 
progressive, aggressive, and successful. 

Space forbids publishing his entire talk, which 
was particularly incisive in its review of the way 
successful dealers have had to change the lines 
they handle and the services they render. But we 
must put down here Spencer’s classification of 
dealers at today’s market cross-roads, and ask in 
which class do you belong: 

“1, Some dealers will let nature take its course, 
continue to operate as in the past and hope for the 
best. 

“2. A second group will deliberately plan to re- 
trench, content to hold costs down, accept profit- 
able business only, and try to earn an equal or 
larger profit on a smaller volume of sales. 

“3. Then we will have the ‘dealer of tomorrow,’ 
one who realizes the opportunity that lies in front 
of the industry which has hardly begun to sell its 
services aggressively; one that— 

“A. Makes sure he has enough good, or potential- 
ly good, executive talent to do the job. 

“B. Makes sure he has the right sort of em- 
ployees and trains them systematically to do the 
right sort of job. 

“C. Makes sure he carries the right sort of prod- 
ucts to fill his customers’ demands, and yet elimi- 
nates any which tie up capital needed for other 
purposes. 

“D. Makes use of the services offered him by his 
state and national offices, such as operating guides, 
training manuals, merchandising calendar, sales 
incentive survey, and other helpful programs. 

“FE. Adopts tested merchandising methods not 
all at once but step by step. He will begin to re- 
gain his place in the building field by controlling 
the sale through some form of package selling, not 
only of new homes but of repair and modernization 
jobs. He will maintain a clean and attractive show- 
room. He will have intelligent and competent sales- 
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men. He will be headquarters for the Do-It-Your- 
self market. He will offer a home repair service. 
He will adopt and offer his customers a budget 
purchase plan.” 


SEVEN OR ELEVEN? Bob Jones, dynamic 
officer of the Middle Atlantic Lumbermen’s Assn., 


proposes to his flock that they give some thought 
to the policies that have helped Sears-Roebuck 
pass the $3 billion mark in annual sales, with its 
700 stores and mail-order business. Jones asks: 

“What have they got? Here are several factors 
that appeal to the public: (1) a full head of mer- 
chandising momentum; (2) customer good-will 
built upon years of money-back guarantees; (3) 
wide variety of merchandise — shopping in one 
place; (4) installment terms; (5) ample parking; 
(6) one-price policy; (7) efficient, continuous ad- 
vertising. 

“No lumber dealer can hope to duplicate the 
mail-order houses’ record,” Bob Jones admits, “but 
he can eliminate a lot of his competitive problems 
by adopting as many of their policies as possible.” 


WHAT'S WRONG WITH SUPER - MARKETS? 


Dealers in the Carolinas are in somewhat of a 
tizzy due to what they consider unfair competition. 
It comes from two building-supply merchants who 
have dared to convert their operations to “cash and 
carry.” 

Naturally, to do business on this basis, they must 
offer the consumer some incentive. Since they have 
eliminated the cost of consumer bookkeeping, de- 
livery service, some selling, and broadened the 
merchandise lines they sell, they can sell for less. 
Maybe their prices are unrealistically low, but 
that’s their business. 

Our point is that if the public in large-enough 
numbers wants to “pay and take,” then there is as 
much a place for this type of retail establishment 
in the building-supply field as there is in the gro- 
cery or drug fields. Is there a critic of this type of 
operation who does not shop at an A&P type of 
grocery or drug store, where he saves on price by 
waiting on himself, in part; by paying cash, and 
by carrying the goods home? 


MORE THAN A PROMISE. One of the first 
things Welborn Persons did upon being made 
executive vice-president of Randall Brothers, one 
of Atlanta’s biggest material outlets, was to have 
printed up and posted throughout the offices and 
plant a poster, as shown below. And a staff meeting 
seldom passes without discussion being given to 
that productive reminder: 


IF YOU MANE A PROMISE 
IT'S YOUR RESPONSIBILITY 
TO SEE THAT IT 1S FULFILLED 





"BEST MORTAR I've Put a Trowel to 


in 20 y Cars i Re SAID THE MASONRY FOREMAN 


ON THIS WELL-DESIGNED, QUALITY- BUILT TEXAS 
COLLEGE DORMITORY 


@ From foundation to roof, here is quality con- 
struction at its economical best... LONE STAR 
PORTLAND CEMENT in the structure 

LONE STAR MASONRY CEMENT in masonry. 


This modern masonry mortar saves time at the 
mixing box: One less cementing material to handle 
... no lime or portland cement to add. Uniform 
moriar throughout the job . . . because there is 
one less variable in proportioning. 


Saves time on the scaffold, too: Extra-smooth, 
easier-spreading mortar helps Masons place and 
bed more brick or block in a given time. You can 
go header high before striking joints . . . clean, 
smooth joints which add so much to appearance. 





Utmost durability, too... due to low absorption, 
high water repellency and chemical soundness. 


“Best mortar I've put a trowel to in 20 years,” 
said the Masonry Foreman on this job. Use 
Lone Star Masonry Cement... see if you don’t 
agree. Shipped in mixed cars with Lone Star 
Portland and ‘Incor’* 24-Hour Cement... 
handled by well-established building material 
dealers everywhere. *Reg. US. Pat. Off. 








MABEE DORMITORY, ABILENE CHRISTIAN COLLEGE 
Abilene, Texas 


Architects: WILSON & PATTERSON, Ft. Worth 
Contractor: AL WARD CONSTRUCTION CO., Tulsa, Okla. 


Lone Star Ready-Mix Concrete: 
CREEL & CHILDS READY MIX CONCRETE CO., Abilene 


Lone Star Masonry Cement: 
SOUTH TEXAS LUMBER CO., Abilene 


CORPORATION 


Offices: ABILENE, TEX. - ALBANY, N.Y. + BETHLEHEM, PA. + BIRMINGHAM 
BOSTON + CHICAGO + DALLAS + HOUSTON + INDIANAPOLIS 
KANSAS CITY, MO. + NEW ORLEANS + NEWYORK + NORFOLK 
PHILADELPHIA + RICHMOND + ST.LOUIS + WASHINGTON, D.C 


LOWE STAR CEMENTS COVER LONE STAR CEMENT, WITH ITS SUBSIDIARIES, IS ONE OF THE WORLD'S LARGEST 
THE ENTIRE CONSTRUCTION FIELD CEMENT PRODUCERS : 18 MODERN MILLS, 136,000,000 SACKS ANNUAL CAPACI/ Y 
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5 ways to 


PACKAGED 
REPAIR 
JOBS 


* No matter what size town or city 
a dealer serves, or how little capi- 
tal he has, he can still sell more 
materials and make more profit on 
them if he sells home repairs and 
improvements “in packages.” This 
simply means that he handles or 
arranges the sale of a finished job, 
rather than just peddle the mate- 
rials. 

Proof of this promise comes from 
three dealers in Mississippi, South 
Carolina, and Texas, who go about 
selling packaged jobs in the three 
different ways of furnishing the 
labor. And the size of their opera- 
tions and the communities they 
serve are almost as varied. 


The Builders Service and Supply 
Company sells the packaged job 
and arranges the financing, but 


sub-contracts the labor to reliable 


local mechanics. It serves McComb, 
a trading center of some 11,000 
population in southwest Mississip- 
pi, due north of New Orleans. 

Walhalla Builders Supplies, Inc., 
employs some mechanics to do re 
pair and modernization jobs in that 
South Carolina town of some 2,900 
population. This firm has its own 
contracting department to build 
new inventory houses and dwell- 
ings under contract. 

Suburban Homes Lumber pro 
motes and sells repair and improve 
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ment jobs as packages. The work 
is done by reliable contractors or 
day laborers, depending on the 
type and size of improvement. The 
customer may choose his own con- 
tractor, but all checks for labor are 
made jointly to the customer and 
contractor—as protection in settle- 
ment. 

Suburban Homes’ business of 
this type is so voluminous and 
profitable that a separate depart- 
ment handles it. This big building 
supply firm is located at 901 Hardy 
at Little York Road, on the north- 
eastern flank of Houston, Texas, 
city with over 500,000 population. 

Now, let’s take each dealer’s pro- 


Frank B. Stickney, owner of the 
Builders Service and Supply 
Company in McComb, Miss., 
keeps his sales volume up and 
profits coming in by selling 
packaged remodeling, repair, 
and improvement jobs. Above, 
he checks progress of asbestos 
re-siding job with Negro fore- 
man who sub-contracts labor. 
At left, Jack Ginn explains to 
customer the monthly terms 
available on a room addition 
through an FHA-insured bank 
loan. 





gram in turn—and consider how to 
take advantage of their procedures 
and experiences. 

The “service” in the trade-name 
of the Builders Service and Supply 
Company in McComb, Miss., really 
means something, for this 1947- 
born firm gets most of its volume 
by selling complete houses or pack- 
aged home improvement jobs. 
Headed by Franklin B. Stickney, a 
University of Alabama civil engi- 
neering graduate, it has built and 
sold 25 houses—mostly on land that 
Stickney wisely bought before lot 
prices reached their peak — and 
mostly “inventory” houses for re- 
sale. 

With the help of one salesman in 
the office, C. R. Moak, and an out- 
side salesman-estimator, Jack Ginn, 
in 1953 Stickney sold and com- 
pleted 43 packaged jobs of home 
repairs and improvements. These 
ranged from residing frame cot- 
tages with asbestos shingles to re- 
modeling eight-room houses. In a 
south Mississippi city with heavy 
Negro population, a majority of 
these jobs were for Negro families. 

Such jobs are estimated by the 
Builders Service staff and sold by 


Home repair and improvement 
jobs are sold, closed, and super- 
vised for Suburban Homes 
Lumber in Houston, Tex., by 
R. A. Burrage. At right, he 
gives curb service to a woman 
on the estimate for making an 
extra room out of her carport. 
His building experience helps 
him to figure closely—and still 
make more money for the firm 
and himself. Saturday morning 
(photo above) is the busiest 
time at Suburban Lumber, for 
then working couples and in- 
dividuals call to select mate- 
rials for Do-It-Yourself projects 
and packaged home jobs. 


them. They are financed through 
the local savings and loan associa- 
tion or national bank on FHA Title 
I terms. The labor is by an experi- 
enced mechanic, who sub-contracts 
the job for a flat sum that is paid 
to him by Stickney. 

Ginn and Stickney have found 
many profitable jobs by cruising 
the community and noting houses 
in run-down condition or obviously 
over-crowded and in need of im- 
provements. One secret of this 
dealer’s success is that he always 
inspects each job and winds up the 
transaction with the approbation 
by the customer. 

Such satisfied customers fre- 
quently recommend this firm to 
their friends in Pike county who 
need repair or remodeling work 
done. They stress the fact that such 
improvements can be obtained on 
easy terms. 

From the dealer’s viewpoint, he 
gets list price for all the materials, 
since they are figured as a lump 
sum. Little price haggling arises in 
this type of building-supply busi- 
ness. 

“COMPLETE HOME IMPROVE- 
MENTS NO DOWN PAYMENT 


— 3 to 10 years to pay — CALL US 
FOR PARTICULARS.” This en- 
couraging news appears in each of 
the classified ads under “Building 
Materials” that are published al- 
most daily by Suburban Homes 
Lumber in the Houston newspa- 
pers. 

Although the bulk of this dealer’s 
sales has been for construction of 
homes in new residential develop- 
ments in northeastern Houston, it 
now leans more heavily on - its 
packaged improvement service for 
home-owners. And the key to this 
program is a handy four-page “Job 
Form,” each copy of which is num- 
bered for job control in delivering 
materials, checking labor costs, 
completing jobs, and collecting for 
them. 

The front page is simply a title 
form — “Suburban Homes Lumber 
— 901 Hardy at Little York — Job 
Form.” The second page is a num- 
bered “delivery list.” It shows the 
article No., item, amount per unit, 
total, and explanation. The third 
page is a “sketch form — graph 
paper with 12 lines to the inch to 
permit easy scaling. The fourth 
page is blank for “additional in- 
formation.” 

R. A. Burrage, who manages 
home repair and improvement jobs 
for Suburban Homes Lumber, an- 
swers most telephone or mail re- 
quests for estimates on jobs. He 
goes out and checks the require- 
ments, and ascertains the custo- 
mer’s ability to afford them. He 
sketches the job, estimates the ma- 
terials and also the labor — if the 
customer prefers for the dealer to 
handle everything. Then, Burrage 

(See PACKAGED REPAIRS page 43) 
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How Kay sells more 


Ornamental 


Dron 


Sy Sophie Ellis 


* By displaying, advertising, using, 
and stocking ornamental ironwork, 
Kay Carroll is cashing in on the 
popularity of and demand for this 
ageless building material at her 
Twin City Lumber and Moulding 
Company in North Little Rock, 
Arkansas. 

During the first six months that 
the remodeled store at 3101 East 
Washington Avenue, on an impor- 
tant business artery, was open, her 
building supply firm sold over $40,- 
000 worth of ornamental iron! 

With “Sell People What They 


Want” as her retail slogan, Mi: 
Carroll recognized the modern 
trend in building and capitalized 
on it. That trend is residential sim 
plicity ornamented with iron col 
umns, rails, wall planters, and 
furniture. 

The 10 white columns support 
ing the portico over the wid 
stretch of plate-glass windows of! 
the remodeled store are double 
face castings, in traditional oak 
leaf pattern. On the modern display) 
floor inside, other ornamental iron 
uses are attractively displayed 


With its 10 columns of oak-leaf-design ornamental! iron and bold signs, 
the Twin City Lumber and Moulding Company wins the attention of 
passersby on East Washington Ave. in North Little Rock, Ark., as 
shown below. The far side of the building serves as a giant billboard 
with the company names repeated, a modern home depicted, and the 
invitation: “For Every Building Need, Phone W15-1772.” Inside the 
store, above, the owner-manager—a woman who once directed her own 
dance band across the nation—displays other types of ornamental iron 
that help speed selections. Kay Carroll is seen in portrait above as she 
looked when she led “Kay Carroll and Her Coquettes.” A 1953 close-up 
of her graces our magazine cover this month. 
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“We're cashing in on the revival 
of ornamental iron,” Miss Carroll 
admitted. “Last year it was the 
econd fastest building item in the 
country. Customers are being cre- 
ated for us—and other dealers—by 
the national magazines that show 
(See ORNAMENTAL IRON page 80) 





Sell ‘em WALLPAPER 


for modern home interiors 


Sy Helen G. Matthews 


* One of the best rules for mer- 
chandising wallpaper and wall fab- 
ric stock is: Keep it fresh and let 
the public know it’s fresh. 

If a customer comes back several 
months later and sees no new 
patterns, she is apt to feel that 
your general supply is “stale” and 
that you’re not selling much. And 
she reasons that if other women 
don’t want that stock on their 
walls, she doesn’t either. 

One way to get around this dis- 
play problem is to rotate the pat 
terns shown. 

Wallpaper dealers usually find 
the most convenient method of 
displaying paper and fabric wall 
coverings is on rolls against the 
wall, that pull down like window 
shades. However, no pattern can 
be seen to the best advantage when 
it is surrounded by many others, 
so it should be possible to take 
down the rolls that interest the 
customer most and hang them 
away from the display for further 
consideration. 


Paneled frames that 
separate like book 
leaves and swing from 
the wall permit easy 
comparison of larger 
sheets of wallpaper, as 
seen at right. 


Surveys show that customers 
greatly prefer rolls to sample 
books, although the latter may be 
necessary for more expensive pat- 
terns—or where display space is 
too limited. 

Stocking wallpaper offers the re- 
tail lumber dealer two distinct 
advantages. First, it will bring 
women customers into the store as 
few other items will. Women buy 
90 per cent of all wallpaper. And 
once they are in a display room, 
they see other items they can use 
now or later. 

Second — and probably even 
more important — many dealers 


are using wallpaper and other 
interior decorating materials to 
bridge the gap in building material 
sales during months when bad 
weather slows down construction. 
A possible advertising theme at 
this time would be: 

“Use your ‘stay in’ hours profit- 
ably—redecorate your home your- 
self with paint and wallpaper.” 

By all means, to attain the great- 
est profitable sales volume, con- 
stantly remind the public that your 
store is wallpaper headquarters if 
you stock it at all. On your letter- 
heads, in your telephone-directory 
advertisement, and in an occasional 
newspaper or radio ad, mention 
wallpaper as one of your major 
lines of materials. You can’t de- 
pend on “word of mouth” to bring 
in enough wallpaper customers to 
make that department profitable. 

Wallpaper manufacturers are 
climbing on the Do-It-Yourself 
bandwagon. Some offer printed 
instructions for obtaining good 
(See SELL ’EM WALLPAPER page 80) 


The Moore Lumber Company in 
Galveston, Tex., stocks and sells 
vinylized wall fabric to home- 
owners who want “something 
different” and “more durable.” At 
left, Manager B. D. Moore Jr. and 
his decorator saleswoman discuss 
the plastic fabric display. 
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The tool rental department of the 
Ingham Lumber Company in Still- 
water, Okla., is managed by Lee 
Wade. who holds portable sander 
at right. Kermit W. Ingham dis- 
plays the floor polisher. His son 
commands the big floor sander. 


TOOL RENTAL DEPARTMENT 


* We installed a tool rental de- 


attracts small customers 


partment primarily for the purpose 
of cultivating and holding the 
many customers who make small 
purchases for small jobs. 

We want to convince people that 
we have everything in the’line of 
lumber and building materials and 
that we are not too big and not too 
busy to attend to a customer’s 
smallest need. Then when the small 
customers are ready for a big pur- 
chase, we believe they will remem- 
ber us. 

It is our conviction, furthermore, 
that a yard of that type will outlast 
the exclusive construction yard. If 
we get too busy to wait on the 
customer with the small purchase, 
he may be too busy to come to us 





* Kermit W. Ingham and his son, 
Kermit B. Ingham, operate the 
yards of the Kermit W. Ingham 
Lumber Company in Stillwater, 
Yale, and Davenport, Okla., and a 
ready-mixed concrete plant in 
Stillwater. 





By Kermit W. Iugham' 


with his big purchase. 

That is the thinking behind ou 
decision to create a tool rental de 
partment. We did not embrace th: 
idea simply because it has 
ceeded elsewhere. 

My son, Kermit, proposed thi 


step to me after he had becom« 


interested and had accumulated a! 
the information he could throug! 
reading and observation. We d 
cussed it from the viewpoint 
what a tool 


we made our decision. On tl! 
favorable side, of course, was ou 
experience in renting floor sandi: 


machines. In the first year the 


sanding machines paid for the 
selves in rent—and that does 1 
take into consideration the 
paper we sold 

So we decided to take approx 
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rental department 
could do for our business befor: 


itely $600 worth of hand tools 

om stock for creation of the tool 
ental department. 

In the past, when customers have 

ade small purchases for minor 
epairs and projects around the 
house, we have had numerous re- 
juests for the loan of a small hand 

ol, even a hammer, necessary for 
loing the job. In fact, we have 

vaaned tools on a great many 
ccasions. 

It is our reasoning, therefore, 
that such customers will be quite 
villing to pay a small fee for rental 
f the necessary tools, rather than 
buy them. On the other hand, our 
lisplay of new tools for sale is 
located invitingly adjacent to the 
tool rental department. The custo- 
mer who comes in to rent may 
change his mind and decide to buy 

(See TOOL RENTALS page 43) 
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Departmentized wall and island dis- 
plays make selections easier and 
multiply “impulse sales” in Town- 
send’s new Florida store. It comprises 
the 2,250-square-foot addition seen at 
right of main plant below. Note in- 
use display of ornamental iron at en- 
trance, and the trellis display close 
by. In photo at right, J. F. Townsend 
Sr. explains operation of electric 
sander to customer. 


In its new Lake Wales store, 
Townsend has grouped kitchen 
cabinets, related equipment, 
and supplies in a “Wife Saver 
Department.” At left, J. F. 
Townsend Jr. lets fair customer 
“try” the hideway garbage can 
in one of two complete kitchens 
on display. This one features 
Townsend-built wooden cab- 
inets; the other, steel cabinets. 


‘EM MORE and Sell More! 


SHOW 


* A new store that displays the 
many popular building supplies 
and equipment now in demand for 
building, repairing, and remodel 
ing homes—that is the profitable 
answer of the Townsend Sash, is a far ery from what it was in 
Door and Lumber Company in 1917 when I started out here with 
Lake Wales, Florida, to the grow a mule and wagon. Since 1941, 
ing buyers’ and Do-It-Yourself there’s been a revolution in the 
market. building material trade. People 

With lumber constituting just simply don’t buy lumber as they 


Departmentized displays pay off 


“Now frame houses are being 
replaced by homes of concrete 
blocks and cement slab floors cov- 
ered with asphalt tile, instead of 
traditional wood floors. Through- 
out the home, metal and composi- 
tion materials are largely replacing 


“T’ll admit the lumber business 


one-fourth of his firm’s material 
sales now, President J. F. Town- 
send Sr. says: 


used to do. And, in a way, that’s 
not bad in Florida, for our timber 
resources are practically exhausted. 


wood.” 
However, wood paneling is be- 
coming more popular for Florida 


TOWNSEND SASH. DOOR & LUMBER (0 jj 

















homes and offices. To cater to this 
interior decorating trend, Town- 
send has covered the walls of his 
new 2,250-square-foot store and 
office annex with some 40 different 
kinds of wood. These range from 
native long-leaf yellow pine lum- 
ber paneling to African blonde ma- 
hogany plywood. They are ar- 
ranged to complement each other, 
and each variety of wood is labeled 
as to name, identification number, 
and price: 

This is a part of Townsend’s self- 
service approach to material dis- 
plays and promotion. “We have 
samples in use of virtually every 
type wood we stock—and others 
that we can quickly order,” said 
Jack Townsend Jr., vice-president 
of the firm. It operates other build- 
ing supply yards in Avon Park, 
Sebring, Frostproof, Bartow, and 
Haines City. 

The new home-office store at 
Lake Wales was economically built 
by adding a one-story wing to the 


In Townsend’s “Home Planning De- 
partment,” the several types of ma- 
terials are handily grouped in sep- 
arate booths along wall. At right, 
young Townsend shows a customer 
the variety of doors—both stock and 
custom-built — that his firm sells. 
Note fire sprinkler and lighting panel 
in “ceiling.” Adjoining booths dis- 
play samples of folding doors and 
asphalt roofing. 





right of the original three-sto 


millwork plant and warehous¢ 


Signs on the new ornamental ir: 


portico entrance read: OFFICE an 


WELCOME 
In the new store, supplie: 
departmentized for easy selecti 


into these groupings: Hardwar: 
Electric Powe 
Tools, Carpentry Tools, Plumbin 
Parts, Paints, Wife Saver Dept 


Garden Tools, 


and Home Planning Dept. 


The Wife Saver Dept. includ 
two completely installed kitchen 











one featuring steel cabinets; the 
ther, Townsend-built wood cab- 
nets. The doors are equipped with 
different types of handles and 
catches—from magnetic to friction. 

The Home Planning Dept. ex- 
hibits wood paneling, folding and 
fixed types of doors, molding, roof- 
ng, siding, bath and floor tiles, 
alousies, and insulating board 
all on swinging frames for handy 
omparison. 

Nearby is a comfortable “lobby.” 

(See SHOW ’EM MORE page 32) 





* When a good employee leaves 
and I have to replace him, it costs 
me several hundred dollars and 
possibly up to $1,000—depending 
on the job. 

To help me keep a good staff of 
salesmen and other personnel, | 
find that nothing beats a simple 
bonus and insurance program, Ex- 
cept those who have been hired as 
expansion demanded, one of my 
“newest” employees is a Negro 
truck driver who already has been 
with the company seven years 

When I worked for anothe: 
building supply firm, before ac 
quiring my own business 15 years 
ago, I decided that someday I 
would pay my own employees a 
bonus. Even in those days, when 
an employee appreciated his job 
for the sake of the job alone, I 
could see that some sort of bonus 
or profit-sharing plan would have 
stimulated greater effort by em- 
ployees. 

To be in on our profit-sharing 
plan, an employee must have been 
with the company at least a year. 
The annual bonus amounts to not 
less than one month’s salary. If 
profits justify, the bonus is ex- 
tended to cover 1% month’s salary. 
Last year, for the first time, it 
amounted to two months’ extra 
salary. 

As a result of the bonus plan, we 
feel that our company has an en 
viably low employee turnover rate 
and no clock-watchers. Employees 
not only perform their own jobs 
well, but they have individual in 
terest in seeing that the company 
makes more money. 
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HOW WE PAY EMPLOYEES 


and make them better 


Sy 7. 4. Higdon 


President of the Mississippi Retail 


Lumber Dealers Assn. and of Builders 


Hardware and Supply, Inc., in Forest 


Suggestions that lead to opera- 
tional savings come _ frequently 
from employees. For example, a 
couple of years ago a Negro truck 
driver suggested a change in our 
method of loading cement that cut 
the time of loading by several 
minutes. He knew that the saving 
would mean more bonus for him 
at the end of the year. 

As a further means of keeping 
employees happy and “sold” on 
their jobs, the company provides 
hospitalization and life insurance 
for our seven employees, at no cost 


Show ‘Em More 
(Continued from page 31) 


Restful chairs and couch permit 
customers to relax and make up 
their minds, or to browse through 
the home “idea magazines” at hand. 

When the owners planned the 
grand opening of their new show- 
room last year, they not only ad- 
vertised in the local papers and on 
the radio. They even fitted a com- 
pany truck with a public-address 
system. 

But it was members of the local 
women’s club, said President 
Townsend, who were mostly re- 
sponsible for 1,100 persons visiting 
the new building—even though it 
rained. “We agreed to supply their 
clubhouse with a water heater and 
some electric fans if they could re- 
cruit at least 1,000 visitors for our 


to them individually. 

The life feature of the group 
policy pays from $500 for the 
lowest salaried worker to $2,000 for 
the highest-bracket employees, in 
case of death. All are covered 
equally with hospitalization and 
medical insurance. 

The cost of this group coverage 
averages $7.70 a month per em- 
ployee. I find that this insurance is 
almost as big a factor as the bonus 
in keeping employees happy and 
eager to help the company make 
more money. 


grand opening of the store. 

“Not only did the women make 
hundreds of telephone calls to 
bring out the visitors, but they also 
served as registrars during the 
grand opening.” 

To serve their customers and 
make more sales, the Townsend 
Sash, Door and Lumber Company 
finances construction loans. It also 
assists customers in obtaining FHA 
Title It building commitments and 
FHA Title I improvement loans. 

The elder Townsend moved to 
Lake Wales in 1917 as a building 
contractor. As a source of supplies 
for his own operation, he bought 
the small lumber yard of R. N. 
Jones and Sons in 1917. But it 
wasn’t long before he was being 
swamped with requests to sell some 
of his supplies. Now he declares: 

“I'd never trade what I learned 
as a contractor because it’s been 
invaluable to me as a retailer.” 
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it pays to stock ( CLULsiiAlis 


the specified line 


SPECIFICATION 
Take-off Sheet 


"hide CoCRaTE 





“CEDAR SIDEWALL: COLORSHAKES 





hobo hes 

















Beautiful colors that last are largely responsible for the popularity of genuine Colorshakes 
among builders, architects and critical home owners. Colorshakes sales have increased 400% 
in the past 12 months! Dealers are finding that Colorshakes’ exclusive color process 
produces quality shakes of exceptional dependability. Quality that hurries the sale... and builds 
repeat business. It is this superior color — applied to precision-squared, beautifully striated, 
Certigrade Cedar Shingles —that has made Colorshakes the favored sidewall for new 
construction and modernization. You need only examine and compare to see why more 
and more dealers are featuring Colorshakes — the specified line. Better get all the details. 


Write, wire or phone for the name of the Colorshakes distributor in your area. 


q | c | 
= COLORSHAKE CORPORATION 


Oregon & Airport Way * Seattle 8, Washington * Phone MUtual 0463 


Member Stained Shingle & Shake Association ss | Using Certigrade Cedar Shingles Exclusively 
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When fire strthes 
IS YOUR VAULT SAFE? 


* Although safety from burglary is 
uppermost in the minds of most 
businessmen when they purchase a 
safe or vault for their cash and 
valuable records, another major 
factor to be considered in the selec- 
tion of such equipment is its fire 
resistance. 

What happens to the contents of 
the vault when fire strikes a lum- 
ber yard? wondered Joe Stein, vet- 
eran Fredericksburg, Texas, re- 
tailer, after the series of fires in 
Houston and Dallas a few months 
ago. He put the question to Gene 
Ebersole, executive vice-president 
of the Lumbermen’s Association of 
Texas, who put Secretary Vincent 
Ogletree to work on the matter. 
Here are the findings as reported 
in a bulletin of that service organ- 
ization. 

Groves Lumber Company, Dal- 
las: “Records and cash kept in large 
Remington Rand Safe Cabinet - 
early 1920 model—one-hour pro- 
tection. Several hours after com- 
plete destruction of office, the doors 
blew open and some damage re- 
sulted. Receivable and Payable 
Ledgers were badly charred out- 
side but reading and figures were 
still legible and the accounts were 
transferred to new sheets. Sub- 
sidiary Journals also charred and 
new ones initiated. A small Her- 
ring-Hall-Marvin Safe, in which 
the General Ledger, General Jour- 
nal, and employees pay records 
were kept, rode out the fire with 
no damage.” 

Farrar Lumber Company, Hous- 
ton: “They had a two-story con- 
crete walk-in vault with walls 17” 
thick. There was no reinforcing 
steel in walls, but Mr. Murphy 
said that probably steel would have 
been better—no cracks. There were 
double doors on the vault, the inner 
one being a fire door with air space 
between. The office burned com- 
pletely and the doors warped but 
no other damage was done, and 
every record was intact after the 
fire.” 

Burton Lumber Corporation, 
Houston: “They had a_ walk-in 
vault consisting of two 9” brick 
walls with a 4” air space between. 
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Loss of vital records, books, and papers in fires can set back a business 
firm terrifically—and sometimes force it out of business. A safe with a 
one-hour fire door saved the records of a Nashville, Tenn., company, 
as the small photo shows. Pictures courtesy of Diebold, Inc. 


Double steel doors, the inner one 
being a two-hour fire door; 20 
inches of air space between. This 
office did not completely burn so 
the fire was probably not as hot as 
either of the others. No damage 
was done and every record intact. 

“Bill Milstead feels that a one- 
hour fire door for a one-story vault 
is enough but two-hour doors for 
two story. Also, he thinks sir pipes 
should be installed in future vaults 
in case anyone gets locked in the 
vault.” 

Sam SoRelle Lumber Company, 
Houston: “This company complete- 
ly burned and he used a one-story, 
walk-in type vault. It had two 
walls, each 4” thick of common 
brick with a 2” air space between. 
The top was a 6” reinforced con- 
crete slab. Used two doors, the 
inner one a one-hour fire door. 
During the fire, water was poured 


on the outer door when red hot and 
it warped. 

“Sam warns that in case of fire 
do not attempt to open your safe 
or vault under three days. They get 
so hot inside that the contents will 
catch on fire if oxygen is admitted 
soon after the fire stops. Sam will 
use his old vault again by applying 
1%” of fireproof plaster over the 
old bricks and replacing the 
warped door.” 

These lumber yards were set on 
fire by a 17-year-old boy. His 
mother said he was peculiar and 
had always gotten a thrill out of 
fires—even from burning newspa- 
pers in the water heater! He also 
confessed to setting fires in furni- 
ture stores and a theater where he 
worked. 

He was declared insane in a 
court hearing, and sentenced to a 
mental hospital. 
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Now there are ‘wo kinds of Sea! 
and knotty. The demand for this 
plywood grows and grows, With the 
Knotty Sea Swirl, we hope to increase 
the point where everyone wil! be happy. — 


Knotty Sea Swirl comes in interior and exterior types, in xf , 
panels, 5/16” a Other sizes on special-onder, . 


_ of your plywood needs. We Satetane 5 your inqullllt 


€ 


ASSOCIATED PLYWOOD | 


BRANCH SALES WAREHOUSES: Raleigh, N. C. 
GENERAL OFFICE: eucent, OREGON 4268 Utah $t., St. Lovis, Mo. ley Road, Greenwille, $, C. 
Plywood plants at Eugene and 4814 Bengal St., Dallas, Texas Toland St., San Francisco, Cal. 
Willamina, Oregon, 4003 Coyle St., Houston, Texas ene, Oregon 


semhes uitteb Rial ° 1026 Jay St., Charlotte, N. C. N nina, Oregon 
; SALES OFFICES: 


31 State Street, Boston, Mass. ©. Colorade $t., Pasadena, Cal, 
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industry NEWS 


Florida, Texas Set 
Pace in Tree-Farming 


More than 400 new Tree Farms 
were brought into the Tree Farms 
system in the South during 1953, 
according to figures released by the 
Southern Pine Assn., which helped 
initiate and sponsor the movement. 

Of the 16 areas dropped from the 
system during the year, only two 
involving 251 acres were cancelled 
due to failure to maintain required 
standards. A net gain of 388 areas 
sets an all-time record. The increase 
of 388 new Tree Farms during the 
year brings the total certified areas 
to 2,333. Total acreage is 17,600,000. 

Florida led the group of Tree Farm 
states with 1,092,000 acres certified 
during the year. Texas ranked sec- 
ond with 357,000 acres, and Louisiana 
third with 240,000. 

Texas was the leader in number 
of new areas for the third straight 
year with 87. Arkansas was second 
with 62 new Tree Farms, and Missis- 
sippi third with 58. 

“The Tree Farms’ contribution to 


the stability of our Southern forest 
economy is significant and it in- 
creases each year,” according to 
H. C. Berckes, SPA executive vice- 
president. “We expect new all-time 
records in Tree Farm progress to be 
set each year because each Tree 
Farm is an exemplification of the 
feasibility of growing trees as a crop. 
This expanding program is helping 
assure a permanent supply of South- 
ern Pine.” 


Brand Names Foundation 
Honors Lumber Dealers 


The Johnson Cashway Lumber Co., 
Omaha, Nebr., has been named Brand 
Names Retailer-of-the-Year in the 
building materials section of the an- 
nual nationwide competition spon- 
sored by Brand Names Foundation, 
Inc., according to Henry E. Abt, 
foundation president. 

The judging panel also named four 
other firms in this field as winners of 
Certificates of Distinction. They are 
the Charlottesville Lumber Co., 


ony 


ee 
* la 


Charlottesville, Va.; Home Equip- 
ment Co., Memphis, Tenn.; Knecht 
Lumber Co., Rapid City, S. D., and 
W. B. Barr Lumber Co., Denver, Colo. 


Slum Clearance to Be 
Studied at N. J. Meet 


More than 500 municipal officials 
and civic leaders from 30 Eastern 
cities will meet in Trenton, N. J., 
April 12-14, for three days of inten- 
sive instruction on how to clean out 
slums in their communities, accord- 
ing to R. G. (Dick) Hughes, president 
of the National Assn. of Home Build- 
ers. 

Co-sponsored by the New Jersey 
Home Builders Assn., the Trenton 
conference is the first of a series of 
“Cities, Organized Reconstruction” 
schools to be conducted by NAHB in 
cooperation with state and local 
affiliates during 1954. 

G. Yates Cook, head of NAHB’s 
Housing Rehabilitation Department, 
originated the program last fall in 
New Orleans. He helped city authori- 


COMPLETE BUILDING MATERIALS COURSE AT KANSAS CITY U. 


THIRTY-THREE men — including 
two assistant secretaries of the spon- 
soring Southwestern Lumbermen’s 
Assn. — completed the seventh an- 
nual 30-day course in building mate- 
rial distribution at the University of 
Kansas City. Enrollment included 7 
from Arkansas; 11 from Kansas; 14 
from Missouri, and 2 from Nebraska. 

Most of the “students” are seen 
above with two of their industry in- 
structors. 

From left, the bottom row includes 
Al Coorens, National Plan Service 
instructor; Carl Holoch, York, Neb.; 
Gordon Pauley, Lincoln, Neb.; War- 
ren Gunter Jr., Hope, Ark.; James 
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C. Robinson Jr., Little Rock, Ark.; 
Charles Hayes, Sterling, Kan.; Ed- 
ward M. Peterson, Basehor, Kan.; 
Jerome Huslig, Minneola, Kan.; 
W. M. Higginbotham, Aurora, Mc., 
and Walter Rottman Jr., Washing- 
ton, Mo. 

Middle row: Gene Sheid, SWLA, 
Kansas City; R. A. DeLong, Little 
Rock, Ark.; Harral Turner, Little 
Rock, Ark.; Benton Moore Jr., Osce- 
ola, Ark.; Emmett Kessler, Wichita, 
Kan.; George Cochran Jr., Dighton, 
Kan.; Vernon Jarboe, Pratt, Kan.; 
Robert Manley, Independence, Mo.; 
Raymond Money, Mt. Vernon, Mo.; 
Charles Loveall, Jefferson City, Mo.; 


David Beckmann, St. Louis, Mo., and 
Earl Woodward, East Prairie, Mo. 

Back (top) row: Vince Sells, Long- 
Bell Lumber Co., flooring instructor; 
Paul Roach, Jonesboro, Ark.; Lance 
Coffey Jr., Wichita, Kan.; Louis Box, 
Bonner Springs, Kan.; Amzy Row- 
land, Kiowa, Kan.; Wilbur Wurz- 
bacher, Sabetha, Kan.; Donald Mor- 
ris, Lenexa, Kan.; Richard Reis, 
Maplewood, Mo.; Lawrence Etzkorn, 
Manchester, Mo.; Edwin Alexander, 
Bismarck, Mo.; Bill Ruxlow, SWLA, 
Kansas City, and Jerry Wilkening, 
Cape Girardeau, Mo. 

Donald Swearingen, of Kansas 
City, also completed this course. 
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PINE DOOR TRIM 
IS THE PROFITABLE ANSWER It’s a fact... there isn’t enough straight- 


grained, flawless Ponderosa Pine of the length 





T0 MORE GRADE A PONDEROSA needed to make door trim for you to get all 


you can sell, So John Day welds together two 

P| NE TR | M shorter lengths with an invisible finger joint — 
stronger than the wood itself! You can’t feel it 
—you can’t see it when it’s painted! That’s how 


you can get more top grade Ponderosa Pine 
ae 
¥ door trim than our forests can supply! 


a Packaged for protection, easy handling 
: Saves selling time, inventory bother 
Costs less than other packaged trim 








You have a dollars-and-cents benefit to offer 








your customers! At lower cost, he gets every 
needed piece for a single door opening, wrapped 
in strong Kraft paper, ready cut for all sizes 





hens of opening. You just hand your customer 
| o . the package—no cutting or sorting. We take 
the problem of shorts off your hands. 
Free of pitch-pockets, dirt and mars. It’s clean, 
dry, factory-fresh. Pre-sanded to save finishing 
time — takes less paint. You can profit NOW 
by stocking John Day BUDGET-PAK Pine 


Oregon Lumber Company also : Door Trim. See your distributor or write 
produces Allwood Hardboard, 
made of the treated and hot- 
pressed fibers of Douglas Fir 


wood. Used in building, ree | OREGON LUMBER COMPANY 


modeling and craftwork. Write 
today for full information. Baker, Oregon 


Ponderosa Pine Producers and Manufacturers since 1889 
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ties there to organize a private-enter- 
prise rehabilitation campaign based 
primarily on enforcement of mini- 
mum health, safety, and sanitation 
standards in housing. 

Mayor deLesseps S. Morrison and 
other New Orleans representatives 
will be among the “instructors” at 
the Trenton meeting to give first- 
hand information on the problems 
encountered and the procedures fol- 
lowed in the New Orleans program. 

Lectures on various phases of the 
slum rehabilitation problem will be 
given by government authorities and 
experts on municipal taxation, neigh- 
borhood planning, mortgage finance, 
and homebuilding. 

A highlight of the Trenton con- 
ference will be a dinner meeting at 
which New Jersey’s governor, Robert 
F, Meyner, will discuss plans for the 
first such state-wide slum rehabilita- 
tion drive to be undertaken in the 
United States. New Jersey will pro- 
vide technical assistance and trained 
personnel to communities which are 
actively engaged in rehabilitating 
their slums and halting the spread 
of blight. 

The 30 cities to be represented at 
the Trenton meeting cover Delaware, 
Maryland, West Virginia, the District 
of Columbia, Maine, New Hampshire, 
Vermont, Massachusetts, Connecticut, 
Rhode Island, New York, New Jer 


sey, and Pennsylvania. 


Dealers Get Help in 
Quarterly Ad Calendar 


The first of a new series of Quar 
terly Merchandising Calendars has 
been sent to all members of the Na- 
tional Retail Lumber Dealers Assn. 
through 32 federated associations. It 
covers the months of April, May, and 
June, 

Every three months members will 
receive a new quarterly calendar to 
guide them in budgeting and plan- 
ning their advertising and displays. 
It will include information and sug- 
gestions approved and recommended 
by NRLDA’s Merchandising Com- 
mittee. It will provide three monthly 
plan sheets on which dealers can plan 
and record the specific themes they 
desire to use each month and each 
week, and can keep an accurate rec- 
ord of the amounts to be spent for 
each type of advertising. 

The new quarterly calendar for 
spring contains: suggested newspa- 
per advertising layouts; examples of 
headlines for advertisements based 
on the seasonal themes; reproduc- 
tions of good signature logotypes be- 
ing used by individual dealers; ex- 
amples of type sizes and styles, and 
a list of customer services which 
dealers can offer in their advertising. 

The calengar announces the sec 
ond theme in the industry-wide pro- 
gram in which dealers and manu- 
facturers of building products are 
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coordinating their advertising and 
promotional efforts as: “Get Your 
Home and Yard Ready for Summer.” 
This theme is recommended for use 
in dealer advertising during the 
week of May 9 to tie in most effec- 
tively with the ads of manufacturers 
in magazines and on network radio 
and television shows. 

The NRLDA Merchandising Com- 
mittee recommends that dealers fol- 
low this procedure in using the new 
calendar: 

1. Make out your full year’s sales 
and advertising budgets at one time. 


2. Fill out your monthly Plan 
Sheets completely, for the whole 
month, at least one week before the 
start of the month. 

3. Make any necessary revisions in 
your budgets and plan sheets as new 
circumstances develop, but stick to 
your carefully worked out plans un- 
til you have good reason to change. 

4. Obtain a good assortment of ad- 
vertising mats for use in illustrating 
your advertisements. Mats can be 
obtained from manufacturers, com- 
mercial mat services, or your local 
newspapers. 


DEALER AD SERVICE LAUNCHED 


DESIGNED to implement the Quar- 
terly Merchandising Calendar pro- 
duced by the National Retail Lumber 
Dealers Assn. for member dealers 
throughout the nation, a new news- 
paper advertising service was in- 
augurated for dealers last month by 
20 NRLDA-affiliated state and re- 
gional associations through a coop- 
erative service organization. Its name 


Two of the two-column ads fur- 
nished dealers in the March mail- 
ing of ALDAA are reproduced 


here. 


and address: Associated Lumber 
Dealers Advertising Agency, Inc., 
Board of Trade Building, Indian- 
apolis 4, Ind. 

The first mailing of newspaper ad 
proofs and mats was mailed to 
dealer subscribers for use in March. 
The monthly service itself contains 
a minimum of five ads, including one 
three-column ad, three two-column 


Add comfort and livability to your home. Each dolier 
spent in such returns more than a dollar 
in the resale of your home. 

NO MONEY DOWN ~3 Years to Pay 


| 


rn 
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Do your customers know EX%3 these advantages 


OF USS AMERICAN BALING WIRE? 


@ USS American Baling Wire was specially developed to meet 
the exacting requirements of the various automatic pick-up balers 
used today. This wire is heat-treated so that it will hold bales tight 
and neat, yet it will bend and tie easily. Each coil is carefully 
wound at an even tension to assure tangle-free uncoiling . . . fast, 
smooth baling. There are no splices or joints to jam baler mechan- 
isms and cause costly delay in the baling operation. 

USS American Baling Wire coils are wound for quick, easy 
loading. They are packaged in convenient waterproof cartons for 
easy handling and safe storage. Be sure you know the make of 
automatic baler your customer is using so that you can give him 
the coil size that was wound for that particular model. 

The USS trade-mark on each carton of American Baling Wire 
shows your customers that you carry top quality, dependable 
products. Make certain that this familiar label is prominently 
displayed. 


USS American Barbed Wire TENNESSEE COAL & IRON 


DIVISION 


* . J . 
is a leader in its field too! UNITED STATES STEEL CORPORATION, GENERAL OFFICES: FAIRFIELD, ALABAMA 


MEMPHIS NEW ORLEANS - TULSA 





Here's another top quality, easy-to-sell prod- 
uct that will lead you to increased sales and 
profits. There are four types of USS American 
Barbed Wire. They differ in barb size, shape, 
number of points and spacing and in wire 
gauge. All are big sellers throughout the South 
... all are heavily galvanized and are tightly 
and uniformly wound on non-collapsible reels. 

The steel used in USS Americon Barked Wire 
is carefully controlled from ore to finished 
product to insure correct tensile strength, and 
carefully stranded to provide proper stretching 
qualities. This is essential to take care of ex- 
pansion and contraction due to temperature 
changes. 


USS AMERICAN FENCE 


USS TENNESEAL V-Drain ROOFING 
un tT 8 STAT E Geese TEEL 


APRIL, 1954 . . . Tell our advertisers you saw it in SOUTHERN BUILDING SUPPLIES 





ads, and one one-column ad. All are 
complete with artwork, layout, copy, 
and mats. Two proofs of each ad are 
furnished, 

According to the agency manager, 
R. F. Lewis, a series of extra “thumb- 
nail” merchandise illustration mats 
and proofs will be sent each month 
to permit dealers to build up an ex- 
tensive illustration library. 

The service is extremely flexible, 
allowing much latitude for individ- 
ualization of ads. They may be 
either shortened or lengthened to suit 
the requirements of each dealer. 
Complete coverage of the various de- 
partments of the lumber dealer’s 
business, and the featuring of ap- 
propriate merchandidse for each 
season of the year is insured both 
by the fact that the service will fol- 
low the Merchandising Calendar, and 
that it is produced by an agency with 
over 30 years’ experience, which cre- 
ated and produces the well-known 
Lanky Planky advertising cam- 
paigns. 

Additionally, the close liaison 
maintained between the agency and 
the association secretaries affords an 
ideal means of keeping informed as 
to the specific needs of dealers in the 
different geographic areas of the 
country. 

Each homebuilding advertisement 
will show elevations and floor plans 
of homes featured by the National 
Plan Service, to enable a dealer to 
show the illustration of a home for 
which both plans and material lists 
are readily available. The high stand- 
ards maintained by National Plan 
Service, together with their associa- 
tion-coordinated distribution, make 
this a happy arrangement. 

Fees for the service are moderate, 
being as low as $12 per month to 
dealers located in towns up to 4,000 
population, and ranging to $20 per 
month to dealers in cities of from 
50,000 to 100,000 population. 

“While the principal objective of 
this new advertising service is to in- 
crease dealer sales, the service will 
be prepared to give proper weight to 
other important functions of adver- 
tising, such as the building of good- 
will and prestige in the community, 
and providing an instrumentality to 
fight competition,” Lewis said. 

The goal set by the associations 
and the Associated Lumber Dealers 
Advertising Agency, Inc., is 1,000 
subscribers by next January. It is 
their thought that with 1,000 lumber 
dealers advertising regularly in 
every section of the country, an im- 
pact of significant proportions can 
be made on the reading public. 

While the basic service of the 
agency under the subscription con- 
tract is newspaper advertising, the 
agency will also assist subscribers on 
an individual basis for radio, tele- 
vision, and direct mail. Charges for 
production service will be on a cost 
basis, although advice and counsel 
will be given subscribers without 
charge. 
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personnel 
parade 


Signal Mountain Portland Cement 
Division ... Election of Lrg B. Gop- 
FREY as vice-president was announ- 
ced last month by Smith W. Storey, 
president of the General Portland 
Cement Co. Godfrey succeeded L. 
Hardwick Caldwell, who resigned 
after holding the post for 27 years. 
A graduate of the University of 
Chattanooga, Godfrey served as sales 
representative for the firm in the 
Southeast and was made assistant 
sales director in 1945. He advanced 
to the sales directorship at Chatta- 
nooga, Tenn., headquarters in 1947. 


Certain-teed Products Corp. ... New 
advertising manager of this Ardmore, 
Pa., manufacturer of building mate- 
rials is J. E. Mipwoop. He has been 
engaged in advertising since 1935— 
for the last four years in Certain- 
teed’s advertising department. 


Federal Housing Administration . . . 
New assistant to the commissioner, 
Guy T. O. Hollyday, is Epmunp B. 
CHAPMAN JR., of Topeka, formerly 
director of the FHA insuring office 
for Kansas. SPENCER WILLIAM FIN- 
NEY succeeded Chapman in the 
Kansas post. A graduate of Wash- 
burn University, Chapman has 
served as executive secretary to 
Governor Arn of Kansas. 


American Retail Coal Assn. ... Di- 
rectors recently announced that 
RAYMOND J. JOHANSON has been ap- 
pointed executive secretary of the 
association. He succeeds Bernie 
Urheim, who has joined the Republic 
Coal and Coke Co. Johanson’s coal 
experience dates back to 1920. 


Shower Door Co. of America... 
Frep L. McCorp is now sales manag- 
er of this firm. Previously he served 
the New York headquarters of Wil- 
liam Skinner and Sons, Inc. He now 
headquarters in Atlanta, Ga. 


Appalachian Hardwood Manufac- 
turers, Inc. ... Howarp D. BENNETT, 
forester for the association since 1947, 
has been given the additional post of 
manager of the trade extension de- 
partment. The assignment of these 
new duties to Bennett is the out- 
growth of feeling that the time has 
arrived for greater trade extensior. 
activities. 

Masonite Corp... . FREEMAN E. Fisu, 
who has served as assistant, was ele- 
vated recently to the position of sales 
promotion manager. James H. Hur- 
LEY, who joined Masonite in 1948 as 
a copy writer, has been named ad- 
vertising manager. 


Westinghouse Electric Corp. .. . 
Rocer H. Bottn has succeeded Harry 
J. Deines as manager of general ad- 


vertising. Deines left to join an ad- 
vertising agency. Bolin joined West- 
inghouse in 1925 and has pioneered 
the adoption of many advertising 
techniques used by Westinghouse. 


Wabash Screen Door Co.... WILTON 
M. STEINBAUER is now vice-president 
in charge of sales for this manufac- 
turer of stock screen goods and storm 
sash. Before joining the company in 
1946, he was secretary-manager of 
the National Woodwork Manufac- 
turers Assn. Ropert J. DONAHUE, who 
joined Wabash in 1935 after gradua- 
tion from Notre Dame, was promoted 
to assistant to the president. 


Barber-Greene Co. ... JOHN KOcsIsS 
is the new service manager in the 
Southeast for this maker of materials 
handling equipment. He has been 
with B-G 10 years. 


Yale and Towne Buys 
Old Lock Collection 


The Gillian W. B. Bailey collection 
of Early American locks, including 
many used by some of the first set- 
tlers of this country, has been ac- 
quired from Mrs. Theodore L. Bailey 
by the Yale and Towne Manufactur- 
ing. 

The company’s first public exhibit 
of much of the collection was at an 
antique show at Madison Square 
Garden in New York City, March 
8-14. 

Among the collection pieces are a 
13th century central European slave 
leg lock, a 300-year-old convent latch, 
mammoth prison locks used in New 
England during George Washington’s 
administration, and about 250 old 
keys. The coilection is believed to be 
the largest of historic locks in the 
world. 


Slum Clearance Grants 
for Union City, Mobile 


Albert M. Cole, Housing and Home 
Finance Agency administrator, re- 
cently announced funds available for 
Union City, Tenn., and Mobile, Ala. 

Allocations have been approved 
for $591,200 in temporary loan funds 
and $268,201 in capital grant funds 
for slum-clearance and urban rede- 
velopment in Union City, known as 
the Black Bottom project. This area 
includes 22 acres in a residential 
slum, containing 122 houses, of which 
115 are substandard. 

The allocation for Mobile includes 
$2,236,000 for temporary loans and 
$967,765 in capital grant funds for a 
45-acre area known as the Broad 
Street-Beauregard Street connection 
project. It contains 330 residential 
structures, of which 265 are sub- 
standard, and 25 commercial build- 
ings. 
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instantly 
In 


is 
” NU-GRAIN 
“ball up” 


green, brown, gray and white- 


Shingles now Silicone-treated. In style 


# 58: (straight butt line) NU-GRAIN green, brown, whitetone and 
gray (illustrated); also Shell White with cypress graining. 


style # 57: Shell White with cypress and wavy butt line. 


Century 


SIDING 


the most weather-resistant, dirt-resistant 
asbestos-cement siding ever offered by K&M! 


Here, at last, is a truly weather-resistant, truly top-quality shingle 
There are six 


tone—and the realistic wood-grain pattern are designed for a lifetime. 
for you to offer your customers—a new shingle that can bring new 
sales, new profits to you. Write for complete information today! 


They will not burn, rot or corrode and never need paint for protection. 


“Century” NU-GRAIN Shingles are as permanent as stone itself. 
The distinctive NU-GRAIN shades- 


Water-borne dirt, which can cause streaks under window sills and 
around other trim does not readily gain a foothold to mar the natural 
beauty of the shingles. 


light, industrial fumes, ice and snow and below freezing temperatures, 
Silicones are an invisible agent which cannot dissolve in water. They 
penetrate deeply and leave no surface film to peel off or wear away. 


and roll right off. Tests have shown its astounding resistance to sun- 
KEASBEY & MATTISON 
COMPANY + AMBLER* PENNSYLVANIA 
America’s first maker of asbestos-cement shingles 


The water resistance of the Siliconed surface of ‘‘Century 
Shingles seems unbelievable. It causes water to 
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“Saves me 25% in 
warehouse space!” 








WHOLESALER 








“Easy to display 
and sell from.” 














“Easy to handle 
and weatherproof!” 








The nail package that helps move 
more nails more profitably for all 








“The top makes a All types, sizes and finishes of top-quality DixisTEEL Nails now 
jim dandy tote box.” | [ie come to you in the handy new DixisteeL Nail Caddy—the spe- 
Be as cially designed, reinforced fiberboard container that has taken 
the place of old-fashioned wooden kegs! 








Now when you order Dixisreet Nails you get the latest 

thing in modern packaging—a package that is easier to handle 

and store, a package that is easier to use and display. In a 

CARPENTER 4 nutshell, a package that is more profitable for everyone—from 
the wholesaler right on down to the man who swings a hammer. 

Order, stock, display DixisteeL Nails in the Dixisteet Nail 

Caddy—the best thing that has happened to nails in 100 years. 


MAKERS OF 


SINCE 1901 


APRIL, 1954 . . . Tell our advertisers you saw it in SOUTHERN BUILDING SUPPLIES 





Tool Rentals 


(Continued from page 29) 


As we see it, our tool rental de- 
partment does not put us in com- 
petition with our contractor cus- 
tomers. In fact, we rent tools oc- 
casionally to contractors. Just re- 
cently a contractor friend of mine 
rented some tools for one particular 
job because he does not have 
enough regular use for the tools 
(in this case a certain size of power 
saw) to justify adding them to his 
investment. 

When it develops that a prospec- 
tive tool rental customer is under- 
taking a project for which he is not 
qualified, we frankly tell him so 
and, following our policy, recom- 
mend contractor customers from 
among whom he can make a selec- 
tion. 

There is nothing unusual in our 
schedule of rental prices. It follows 
the generally accepted minimum, 
12-hour and 24-hour rates, with the 
fees ranging from 25 cents to $2.50 
on the minimum basis. We have 
everything available from power 
saws to spirit levels and from 
wheel barrows to post-hole diggers. 
And we have one man charged 
with responsibility of the depart- 
ment, including the heavier tools 
which are not on display in our 
sales room, but are maintained in 
the warehouse. 

Our customers sign the usual 
rental form, although most of our 
customers in the rental department 
are people we know or know about. 
We thought it a wise course to 
adopt the form that gives us com- 
plete protection in event the rented 
tool is not returned according to 
contract. 

Like other dealers who have en- 
tered the tool rental business, we 
expect the project to bring us only 
a modest return on our investment. 
As tools become worn we believe 
they can be disposed of at a 
reasonable discount as used tools, 
permitting us to replace them with 
new items. This will maintain 
attractiveness of the department 
and avoid the necessity of complete 
replacement at one time. We be- 
lieve, too, that a modest invest- 
ment in advertising, with radio 
spots and newspaper space, is all 
that is required to maintain ac- 
tivity in the department. 

As I pointed out before, our pro- 
cedure differs but little, if any, 
from the practice of other dealers 
who have tool rental departments 


—except, perhaps, in one respect 

If we were not confident the de 
partment will greatly expand the 
personal contacts for our busines: 
establish our reputation as a yard 
where anyone can get anything in 
the way of building materials, and 
develop for us the type of business 
that will outlast the “exclusive” 
yard, we would not have a tool 
rental department. 

From that viewpoint especially, 
and from the viewpoint of a modest 
return incidentally, we don’t see 
how the undertaking can fail. 

The worst that can happen would 
be for us to find ourselves with in 
sufficient rent volume to justify the 
department—and several hundred 
dollars’ worth of second-hand tool: 


Packaged Repairs 


(Continued from page 27) 


returns to the office to figure out 
the job and clear credit and finan 
cing prospects with a national bank 
or building and loan association 
All materials are figured at full 
retail price. After the labor cost i 
confirmed, the loan is requested 
and, if granted, the job proceed 


Burrage is careful to see that the 


materials are installed correctly 
and that each job is properly com 
pleted. 


“Customers are quite grateful for 


such follow-through,” Burrage re- 
ported, “and are quick to recom- 


mend Suburban Homes Lumber for 


such work for their friends, many 
of whom are in overcrowded 
houses.” 

Tom O'Donnell, managing part 
ner, says his company has been 
put at an advantage in the im- 
provement business due to the pub 
licity the Better Business Bureau 
of Houston has been giving to un- 
scrupulous contractors and “racket 
eers.” 

This agency has provided a colo! 
ful folder for distribution by deal 
ers, contractors, and loan institu 
tions, entitled “So you’re going to 
make HOME IMPROVEMENTS 
Congratulations, but watch out!”’ 
It warns against flagrant over- 
charges, false promises, shoddy 
workmanship, low trickery, and 
secret kickbacks, and urges the 
home-owner to do business only 
with “reputable, conscientious con 
tractors and suppliers who do ex 
cellent work at fair prices and 
without thought of knavery.” 

Although lumber is in the name 
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of this Houston supply firm, it sells 
all the materials and equipment 
that help to make new or old 
homes modern, including jalousie 
doors and windows, colorful bath- 
room fixtures, and heating equip- 
ment. 

Besides managing the home im- 
provement department, Burrage 
supervises the business obtained by 
five outside salesmen. They work 
principally on orders from contrac- 
tors, builders, industrial customers, 
and home-owners—where no labor 
is figured by this Suburban Homes 
Lumber. 

In Walhalla, South Carolina, in 
the foothills of the Blue Ridge 
mountains, a leading lumber dealer 

Walhalla Builders Supplies, Inc. 

got busy fast last year when two 
construction companies of the ap- 
plication and modernization type 
invaded its territory with salesman 
selling re-siding and roofing jobs. 

Manager Ralph Galbreath and his 
associates started advertising and 
canvassing for this business. He 
employed some carpenters and gen- 
eral mechanics, and figured jobs 
carefully. Installment financing 
was offered the prospects through 
a national bank and FHA Title I 
insurance, 

“Many property owners were 
glad to find us eager for this type 
business,” Galbreath said. “They 
prefer to trade with a local firm. 
We offer them a packaged service, 
stimating the cost and labor; fur- 
ishing or subcontracting the labor, 
and arranging the credit. 

“Some of the jobs we’ve done in- 
clude underpinning old houses, 
adding rooms and porches, install- 
ing tile floors, painting, and re-sid- 
ing. We hire men by the hour to do 
many of these jobs, but we find it 
easier and more economical to 
figure the work with mechanics by 
the ‘square’ or job. For then they 
finish the work efficiently and 
promptly, so everybody can get 
paid off.” 


More Trees for Miss. 


Mississippi’s new Forest Industries 
Committee has set as its goal to in- 
crease Tree Farm acreage in the state 
by 500,000 acres in 1954. 

During the last year, the state 
added 133,735 acres. Committee 
Chairman A. M. Dantzler said, “I 
don’t think we are setting our sights 
too high in 1954.” 

A new booklet explains the Tree 
Farm program and tells how a land- 
owner may be recommended for a 
Tree Farm award by any member of 
the Mississippi Forestry Commission. 


43 





association activities 


Bradford Gives Carolinians Formula for American Peace 


SPURRIER IS NEW LEADER OF TWO-STATE GROUP 


A RETURN to “first principles in our 
economy as well as in our relations 
with other nations in this shrinking 
world” was urged by Dr. Ralph B. 
Bradford, international vice-presi- 
dent of the U. S. Chamber of Com- 
merce, in a banquet speech at the 
3lst annual convention of the Caro- 
lina Lumber and Building Supply 
Assn., in Asheville, March 16-18. 

Appraising the strength and re- 
action of European nations to the 
United States, Bradford recommend- 
ed six steps for fortifying our nation’s 
world position in the face of the 
clear objectives of the Russians and 
Germans. He said we must: 

1, Rely on ourselves and own 
strength. 

2. Build up ties and strength with 
Western Hemispheric nations. 

3. Make intent and friendship 
known to England. 

4. Seek to save our own skin and 


not to “reform” other nations. 

5. Get back to competition at home 
and abroad—through salesmanship. 

6. Abandon statism and be ener- 
getic in showing our self-reliance. 

He decried the costly socialistic 
trends of the past 20 years, and said 
we must continue to pay stiff taxes 
in order to balance our budget, be- 
cause “a balanced budget is synony- 
mous with freedom.” 

Government power and wealth is 
a mirage, he declared. “Productivity 
is the challenge of our birthright. 
Shall we be citizens or merely 
pensioners?” he challenged. 

“The Importance of Knowing Your 
Cost of Doing Business” was ex- 
plained to the Carolinians by W. S. 
Sexton, Knoxville dealer and Ten- 
nessee association president. He told 
how mark-ups on eight classes of 
materials varied in his firm because 
of the cost of handling such items. 


He asserted that a retailer had to 
get an average mark-up of 50 per 
cent on materials to do a profitable 
business. He warned against price- 
cutting and discounts, and said that 
“speculative builders are our biggest 
competitors because they buy usually 
on price and in large quantities.” 

R. O. Brownlee, Tennessee associa- 
tion secretary, and Sexton urged the 
Carolina organization to consider in- 
augurating a “Cost of Doing Busi- 
ness” survey, since they had found 
theirs so helpful. 

After reviewing the position of the 
National Retail Lumber Dealers 
Assn. on impending legislation and 
describing sales tools developed by 
that body for dealers, Secretary Ed- 
ward H. Libbey stressed the big 
market for home modernization and 
repairs that awaits aggressive mer- 
chandising by dealers. He quoted in- 
dustry figures to indicate a consumer 
demand for over $10 billion worth of 
this business a year. 

In a round-table discussion mod- 


WA’ AND USE YOUR 


“s YEAR-ROUND 
me SERVICE” 


New officers and board members of the Carolina and 
Building Supply Assn. visit the “association services” 
booth at the recent convention in Asheville. The quintet 
includes, from left, W. M. Spurrier, of Charlotte, presi- 
dent: J. A. Kendall, of Florence, first vice-president; 
Ansel Alewine, of Taylors, S. C., third v.p.; and Directors 
W. T. Miller, of Camden, S. C., and J. D. Foster, of Roe- 
buck, S. C. 

Other officers include Burke E. Wilson, Rural Hall, 
N. C., second v.p.; W. V. Groome, Charlotte, treasurer; 
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and E. M. Garner, Charlotte, secretary-manager. 
“Something new” in the way of exhibits at the Caro- 
lina dealer convention was that of the Hardwood Corp. 
of America, featuring new merchandisers for flooring 
and paneling. In photo at right, President John B. Veach 
points out neat joint line in demonstration display of 
wormy white oak paneiing to Executive Vice-President 
James R. May. Sign promotes Do-It-Yourself installations 
of “Panelwood” bought from retail lumber dealer. Such 
paneling is packaged in handy Do-It-Yourself cartons. 
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Murray 20” Window Fan 
Reversible or Exhaust— 


Only, 1 or 2 speed 


offer dealers even more 


The ‘54 fan season promises to be the 
biggest in ventilating history. More people 
are “ventilating-conscious”, ““ventilating- 
anxious” than ever before. 

The ‘54 Murray line is even more com- 
plete, offering a type of attic or window fan 
“Murray-anxious”’. 

to fit every home, every pocketbook. 
Murray’s ‘54 advertising campaign is 
geared to make even more of your 
“ventilating-conscious”’, customers 

The ‘54 Murray line offers dealers even 
greater sales volume, even higher profits, 
even more satisfaction than ever before. 

For full information on dealer and distri- 
butor franchises und free catalog, write. . . 


Exclusive National Sales Agents for Murray fans 
H. C. Biglin Co., Inc. 
177 Harris St., N.W. 
Atlanta, Ga. 





Murray 30” Window Fan 
Reversible or Exhaust— 
Only, 1 or 2 speed 











Murray 24” Window Fan 
Reversible or Exhaust— 
Only, 1 or 2 speed 
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os 
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Murray Attic Fan 
Vertical Discharge 





Murray Attic and 
Industrial Fans 
Horizontal Discharge 


Murray 16” Window Fan 
Portable room-to-room 


Company of Texas, Inc. 


VENTILATING 


FAN DIVISION ATLANTA, GA, 
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HERE’S A 


BETTER LATCH 
WITH 


BALL BEARING 
ACTION 


THE 
ADAMS-RUTE 
BALL 
LATCH 





The ball in this Adams-Rite latch — 
unlike plungers or friction devices 
— continues to give smooth, posi- 
tive action year after year. Simply 
can't jam and will never become 
rough through usage. In addition the 
latch is adjustable and is available 
in 2 sizes. 


Ask your wholesaler or write the 
factory. 


, 
5- RITES 


MANUFACTURING COMPANY 


4 W . Chevy Chase Or 


ADAM 


Glendale 4, Calif 


SPECIALIZED LOCKS AND BUILDERS’ HARDWARE 





erated by Dealer Gordon L. Goodson, 
of Lincolnton, N. C., Carolina deal- 
ers exchanged workable ideas for in- 
creasing sales, reducing costs, and en- 
hancing public relations. Wilming- 
ton’s W. C. Godwin cautioned against 
reckless credit and neglect of ac- 
counts-receivable. 

W. F. Scarborough, of Lumberton, 
and Charlotte’s Bob McClure explain- 
ed how they save money and time 
with fork-lift trucks and conveyors 
in handling and delivering materials. 
Rock Hill’s Claude Cauthen stressed 
care in accepting materials returned 
by customers. Whiteville’s P. C. 
Townsend told of his firm’s approach 
to new construction business. 

Charlotte’s Herbert Baxter and 
Lincolnton’s Tommy Bost described 
the programs of their companies in 
soliciting modernization and repair 
business. Charlotte’s Dwight Davis 
covered the Do-It-Yourself market. 

W. T. Spencer, Gastonia mer- 
chant and regional representative in 
NRLDA, summarized the discussion 
with a talk on “Meeting Today’s 
Challenge.” 

In accepting the presidency of the 
Carolina Lumber and Building Sup- 
ply Assn. for 1954-55, Charlotte’s 
W. M. Spurrier recalled the help that 
association membership and conven- 
tion attendance had given him since 
1939. He painted an optimistic picture 
for building activity in the expand- 
ing South, and urged members to 
consider the adjustment to a com- 
petitive, buyers’ market as necessary 
and normal. 

Named as new members to the 
association board of directors were 
A. W. Christenson, Greensboro, N. C.; 


Frank §S. Little, Wadesboro, N. C.; 
W. D. Martin, Raleigh; W. T. Miller, 
Camden, S. C., and J D. Foster, Roe- 
buck, S. C. 

Four past-presidents were elected 
to life memberships on the board. 
These include J. C. Kendall, of 
Florence, S. C.; J. M. Atwater, of 
Burlington, N. C.; H. M Armentrout, 
of High Point; and H. J. Munnerlyn, 
of Bennettsville. Munnerlyn, presi- 
dent of NRLDA, was present with his 
wife but declined to make a speech. 

J. H. Coman presented retiring 
President T. A. Roe, of Greenville, 
S. C., with a “gift for your wife.” 
Secretary-Manager E. M. Garner 
presented Roe a_ past-president’s 
plaque. He also tendered one to J. M. 
Atwater, who was president in 1929. 

Garner reported attendance at 
over 800, with a larger percentage of 
dealers in attendance than _ usual. 
Over 100 exhibits in the Asheville 
Municipal Auditorium attracted ar- 
chitects, builders, and home-owners 
the day before the March 17-18 busi- 
ness and social sessions for dealers. 

Eight men were initiated into Hoo- 
Hoo at a concatenation arranged by 
the Charlotte Hoo-Hoo Club under 
the leadership of State Deputy Snark 
Joe Gall, Vicegerent Snark Herb 
Baxter, and President Bob McClure. 

A variety floor show captivated 
the buffet supper audience of over 
400. A dance after the banquet 
brought the convention to an end. 

New officers of the ladies’ auxiliary 
for the Carolinas include Mrs. W. M. 
Spurrier, president; Mrs. Robin Hood, 
vice-president; Mrs. Gordon Good- 
son, secretary, and Mrs. W. E. Tillot- 
son Jr., treasurer. 





Georgia Meet Features 
Merchandising Forum 


“The Outlook for Building Activi- 
ties in Georgia” will have a feature 
spot on the program for the 29th 
annual convention of the Building 
Material Merchants of Georgia at 
the General Oglethorpe Hotel, Savan- 
nah, on April 19-21. This topic will be 
covered by Dr. Thomas R. Atkinson, 
economist of the Federal Reserve 
Bank of Atlanta. 

Sales practices of suppliers and 
merchants will be given serious at- 
tention at a round-table discussion in 
which all merchants and suppliers 
are invited to participate. 

Phil Creden, promotion director for 
*he Edward Hines Lumber Co. and 
chairman of the NRLDA committee 
on public relations, will present the 
Lu-Re-Co pre-assembled building 
wall. 

William T. Spencer, Gastonia, N.C., 


- retailer and a member of the execu- 


tive committee of the National Retail 
Lumber Dealers Assn., will talk on 
“Merchandising Building Materials 
Yesterday, Today, and Tomorrow.” 
Among the entertainment features 
will be a golf tournament Monday. 


Dixon Heads Tulsans 


E. W. Dixon, head of the Dixon 
Lumber Co., is the new president 
of the Tulsa Lumbermen’s Assn., 
succeeding C. E. (Bud) Montgomery. 

Other new officers include Marvin 
Spillman, Eastside Lumber Co., vice- 
president, and Olaf Huggins, Hug- 
gins Materials and Supply Co., sec- 
retary-treasurer. 


Cost Problems Analyzed 
for San Antonians 


Members of the Retail Lumber 
Dealers Assn. of San Antonio, Tex., 
recently heard Paul R. Hollenbeck 
speak at a luncheon meeting. Hollen- 
beck, a nationally-known cost and 
market analyst for the lumber in- 
dustry, discussed local factors. 

New officers for the year promised 
more informal meetings to aid deal- 
er-members with their problems. 
Horace Cox Jr. was chosen president; 
Malcolm Cobb, vice-president; M. C. 
Engel, secretary-treasurer, and Cos- 
mo Guido, Stanley Green, Frank 
Sims, and retiring president Bert 
Minshall, directors. 


46 APRIL, 1954 . . . Tell our advertisers you saw it in SOUTHERN BUILDING SUPPLIES 





NOW...an automatic way for color 
to increase your interior paint sales 


PREGEE Decerstatic. doce 1! 


... With less than *400 investment complete 


Here’s how: 


1. Self-service wall and trim color selection 
for your customers 
e Easy to choose with exclusive Decor-matic dial 
e Saves 75% of your selling time 


6. Carry low, flexible inventory... 
get 5-time turnover 


e More space tor you 
e More profitable for you 





Only 18 colors get you 180 


e 18 “most-wanted” bases 

e Only 20 “one-shot tube” colors 
e No extra tinting base whites 

e No extra tinting base grays 


Hard-hitting sales support 


e Ultramodern point-of-purchase chip rack 
e Free to qualify ing dealers 

e National advertising 

e Sales-producing promotional material 





You sell real color beauty 
e Colors proved right in survey of 
300,000 women 
e You mix color to color for soft, subtle tones 
e Deep tones are lovely ... more livable 


Increase your paint sales 

More and more paint is being sold to brighten 
homes with the magic of color. Open your door to 
more paint sales .. . more paint profits. Write for 
detailed information about this low inventory— 
fast turnover—most practical color system. 





Easy to mix 

e No extra containers needed 
e No partially filled cans 

e Sell colors in cans...as is 


Deena 4 
COLORS 


on 





Get top-quality Pee Gee One Coat Flatkoatt 
in every can 

e Easy to apply e Quick drying flat wall enamel 

e Tough alkyd base e Scrubbable e Odorless 

e Also available in Gloss and Semi-Gloss 





Do ourself a profitable aroad and fill out the comes now! caslee-Gaulbert Paint & Varnish Company 


PEASLEE-GAULBERT 


PAINT & VARNISH COMPANY Pee See 


223 N. | Sth Street, Lovisville: Kentucky 


Serving the South Since 1867 


= he | ee 
‘ad : anit 


| B--228 N. 15th St., Louisville, Ky. 


Gentlemen: I am interested in learning more 
about the Decor-matic paint color system, 
Please rush my free copy of “A New Fermula 
for Profitable Paint Sales.” 


Name 
Firm 
Address _— 











ee ee ae ce ee ee ee ee 


City 


| 
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Federal Man Tells West Virginians of 
Local Responsibility in Slum Clearance 


“PUBLIC HOUSING is a local under- 
taking,” members of the West Vir- 
ginia Lumber and Builders Supply 
Dealers Assn. were told at their 
4lst annual meeting in Charleston’s 
Daniel Boone Hotel on March 12 by 
John L. McIntire, chief counsel of 
the Public Housing Administration, 
Washington, D. C. 

More than 150 dealers and sup- 
pliers from all parts of West Virginia 
attended the convention, at which 
George W. Kelly, of the Builders Ma- 
terial Co., Charleston, was chosen as 
president to succeed Robert N. 
Swiger, of Clarksburg. 

“Slums can’t be prevented, much 
less cleared away, without militant 
determination on the part of local 
citizens and officials,” McIntire told 
the delegates. “The Federal govern- 
ment’s role is almost entirely one of 
providing technical and financial 
assistance.” 

McIntire termed the Federal hous- 
ing program “a comprehensive at- 
tack on the slum blight that has 
struck too many of our cities,” and 
emphasized that its mode of attack 
on the problem is through local 
forces developing their own plans 
and employing private enterprise to 
effect the slum clearance. 

McIntire detailed a seven-step 
plan for combatting slum growth. It 
includes: 

1, Communities must identify their 
slums, near-slums, and areas that 
must be protected against blight. 

2. They must evolve a continuing 
plan for the area’s change and growth 
so that money will be spent wisely 
with regard to probable future use 
of the land. 

3. They must establish an authority 
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to handle legal matters connected 
with the clearance. 

4. Responsibility and authority 
must be delegated through effective 
administrative machinery. 

5. The plan must be established 
and aligned within the financial 
means of the community. 

6. Community approval and favor 
of the plan must be had. 

7. The working plan must be put 
in action, aimed at the causes of 
blight rather than used as a spot 
remedy. 

Edward H. Libbey, secretary of the 
National Retail Lumber Dealers 
Assn., Washington, D. C., explained 
the activities and services of that 
orgahization. He described the ad- 
vertising and sales aids NRLDA has 
developed for members of its fed- 
erated state and regional associations. 

Libbey pointed out that competi- 
tion is keen, especially from appli- 
ance and automobile dealers and 
other salesmen, and added: “The dis- 
tributors with the best merchandis- 
ing practices are going to get the 
consumer’s dollar.” 

In a speech on “Uncle Sam and 
Our Tax-Free Competitors,” Joseph 
F. Leopold, Dallas, Tex., iawyer and 
public relations representative, at- 
tacked outmoded, “patchwork” in- 
come-tax laws that allow numerous 
competitive businesses to function 
virtually tax-free. 

The Texan said that some of these 
are businesses operated by charitable 
and other institutions; cooperatives; 
some savings and loan groups and 
mutual organizations; and even the 
Federal government itself. 

Leopold called on association mem- 
bers to seek a complete revision of 


Final announcements at the 
4lst convention of West Vir- 
ginia dealers are discussed by 
Secretary Sam H. Diemer, left, 
and the new president, George 
W. Kelly. of Charleston. 


the tax laws rather than more 
“patchworking” designed to correct 
specific shortcomings. 

The Saturday session opened with 
a luncheon, and featured a lengthy 
forum discussion of such matters as 
comparative costs of doing business, 
operation of trucks, “fix-it-yourself” 
promotions, advertising, and finan- 
cing of time-payment accounts. 

The election of officers concluded 
the business sessions. Along with 
new President Kelly, these include 
Daniel E. Wagoner, Wagoner Broth- 
ers, Huntington, vice-president; C. G. 
Conoway, Fairmont Wall Plaster Co., 
Fairmont, treasurer; C. I. Cheyney, 
Bailey Lumber’ Co., Bluefield, 
NRLDA dealer-director; and Sam H. 
Diemer, Fairmont, secretary. 

Directors chosen were: Robert N. 
Swiger, Clarksburg; J. Paul Finley, 
Weirton; E. Carl Langfitt, Parkers- 
burg; A. L. Hayes, Williamson; 
Charles Green, Buckhannon; Robert 
Briggs, Charleston; A. L. Rohrer, 
Beckley; and William S. Owen, Blue- 
field. 


Kansans to Hear Ways 
to Keep Business Good 


What is happening to our rapidly 
vanishing natural resources and wild 
life, and what we should do to con- 
serve them, will be covered at the 
opening session of the Kansas Lum- 
bermen’s Assn. by Tom Kelly, a pro- 
fessional speaker from Milwaukee, 
Wis. The Kansas lumbermen will 
meet in Salina, April 21-22. 

James McCain, president of Kansas 
State College, will speak on “Econ- 
omy—Retrospect and Prospect,” cov- 
ering the possibilities of maintaining 
in our nation a rate of economical 
development that will insure higher 
levels of prosperity. 

Tom V. Watson, manager of the 
Denver district of the Chamber of 
Commerce of the United States, will 
discuss national legislation pending 
in Congress and outline some definite 
actions that are being taken to pro- 
mote better business. 

Henry Wildgen will lead a panel 
discussion, that will also include as 
speakers Glenn Taylor, Ted Sanborn, 
Tom Griffith, and O. W. Hetrick, all 
Kansas dealers. G. F. Hoppe, of the 
Insulite division of the Minnesota 
and Ontario Paper Co., will also 
speak. 


SOUTHERN BUILDING SUPPLIES for APRIL, 1954 








What's in this\for you? 


What is there about this bin that sets it apart 
from all the others? 


Your Masonite Representative will 
be in to see you soon. What he 
has to show you may very well 

be the key to your most 
successful selling year. 


x 


—It can be the busiest bin in your yard. 


How can it bring in more new customers. ..encourage 
old customers to come in oftener? 


—It is consistently backed by the strongest promotion in the 
industry, pre-selling more people on more and more uses. 


Why does it spark the sale of lumber, paint, hardware 
and everything else you sell? 


—Presdwood® is the ideal ‘‘leader’’...rarely sells by itself. 
This means ‘‘across the board"’ profits. 


This bin—if big enough and properly stocked— 
can be your best business builder. 


NATURALLY STRONGER WITH LIGNIN 


MASONITE* 


—— CORPORATION 
"W000 MADE Dept. SBS-4, Box 777, Chicago 90, Ill. 


“Masonite” signific Masonite Corporation is the source of the product 
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about Tensulate spun batts 


Increase sales... 
save storage space... 


boost your profits 


@ TENNESSEE’S new spun wool batts en- 
able you to move insulation fast, profitably 


to customers who stay sold. 


Made by a proven process on the latest 
type equipment, the new Tensulate batts 
are more resilient and lighter. They assure 


builders a quicker, cleaner, neater install- 





ation. Both enclosed and open-face batts 


are available. 


Factory packed 50 sq. ft. to the tube (semi- 
thick — 80 sq. ft.) in three convenient 
lengths. This means less storage space re- 
quired, easier handling and faster deliveries 


to builders. 


For complete information on Tensulate 


| Spun Wool Batts, mail the coupon today 


...0Or write, wire, or telephone Nashville 





Tensulate Spun Wool Batts are available in three sizes: 15" x 24"; 15" x 48"; 
15” x 96”. Here is dealer counter display. 4-1651 to enter your order now. 


MAIL COUPON TODAY! --~4 


TENNESSEE PRODUCTS & CHEMICAL CORPORATION 


Department B-4, Nashville 3, Tennessee 
Send complete information on Tensulate Spun Wool Batts. 
la aaa RODUCTS & CHEMICAL 


Position ~ 





“oO ¢pro-ralainm 
NASHVILLE, TENNESSEE. 


Company 
Address 


Producers of: FUELS © METALLURGICAL PRODUCTS © TENSULATE BUILDING PRODUCTS © AROMATIC CHEMICALS ¢ WOOD CHEMICALS © AGRICULTURAL CHEMICALS 
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Tennesseans Hear 


SECRETARY BOB Brownlee scored 
three “firsts” in the South in the pro- 
gram presented at the 29th annual 
convention of the Tennessee Build- 
ing Material Assn. at the Peabody 
Hotel in Memphis, March 23-25. 

“The Lumber Dealers’ Answer to 
the Prefab’—the Lu-Re-Co panel 
system of construction — was de- 
scribed and demonstrated for the 
Tennesseeans by Clarence A. Thomp- 
son, chairman of the Lumber Dealers 
Research Council, and Raymon H. 
Harrell, professor of research at the 
University of Illinois. 

In his first appearance before a 
Southern dealer convention, Dr. 
Grover W. Ensley, staff director of 
the Joint Committee on the Eco- 
nomic Report for the U. S. Congress, 
explained the economic outlook and 
the building material industry, and 
then answered the questions of deal- 
ers from the floor. 

The newspaper mat service for 
lumber dealers that is being offered 
through the Associated Lumber 
Dealers Advertising Agency, a new 
national service sponsored by state 
and regional associations, was intro- 
duced by Robert F. Lewis, the sec- 
retary. 

The three business sessions fol- 
lowed a golf tournament at the 
Chickasaw Country Club and a Hoo- 
Hoo concatenation and stag dinner 
at the Peabody Hotel. Staged by the 
Memphis Hoo-Hoo Club, the con- 
catenation resulted in the initiation 
of many Kittens under the watchful 
eye of the Grand Snark of the Uni- 
verse, John B. Egan, of Minneapolis. 

The Lu-Re-Co system, developed 
by the Small Homes Council of the 
University of Illinois at Champaign, 
avoids the complexities of structural 
home construction, Harrell explained. 
“With the panels, two men in one 
day can erect the exterior walls of a 
house about 1,000 square feet in size. 

“Our pilot field study shows sav- 
ings up to 30 per cent in labor cost 
of home construction and savings up 
to 7 per cent in the over-all cost of a 
new home by using this new tech- 
nique.” 

The program envisages the use of 
homebuilding blueprints and plans 
by which the panels are cut and 
fitted in a shop or on the ground, 
then hoisted into place. The Lumber 
Dealers Research Council developed 
five homes, from which 17 varying 
arrangements may be made. In a 
pilot study at Decatur, IIl., a builder 
cut his total man-hours for laborers 
and carpenters from 800 to 600 hours 
per house by using this panel tech- 
nique, Harrell pointed out. 

The panels, in two standard sizes, 
4 by 8 and 2 by 8, may be made by 
the retail dealer and trucked to 
the home site for erection. Panels 
also are made for door and window 
openings. The Lu-Re-Co panels can 


be fabricated in the average lumber 
yard by a $75 jig, Harrell estimated. 
He added that the FHA already has 
approved use of the panels in Illinois, 
Indiana, and Ohio. 

“You can tailor-make these panels 
to suit your own requirements or lo 
cality,” Thompson told the Tennessee 
dealers. He summed up Lu-Re-Co as 
“the gathering of engineering skill 
and scientific data into one package 
—no magic or panacea. Lu-Re-Co 
will help the small builder and the 
lumber yard stay in business. It’s up 
to the yards to get the builders in 
terested.” 

Before Lewis presented the low 
cost advertising program, Everett B 
Wilson, public relations director fo1 
the National Retail Lumber Dealers 
Assn., explained the function and ad 
vantages of the new Quarterly Mer 
chandising Calendar supplied dealer 
members of the association. 

Public Relations Director Wilson 
chided the lumber dealers for the 
relatively small amount of money 
they spend on advertising. To keep 
up with business generally, he said, 
the dealer should spend 1.5 per cent 
of his sales instead of the .08 per 
cent the industry is now allocating 

“We think 1954 should be, and may 
be, the best year in the history of 
the lumber industry, despite the 
downward trend in some industries,” 
Wilson declared. “We base that con 
clusion on three things: Better Title 
I regulations, more attractive terms 
on housing, and more favorable legis 
lation. 

“Sales of things like television re 
ceivers are going to drop. So may 
the sales of automobiles, but every 
one is interested in a better home.” 

Participating in a panel on better 
merchandising methods for dealer 
were W. S. Sexton, Tennessee asso- 
ciation president, who heads three 
yards in the Knoxville area; Clark 
McDonald, sales manager for Central 
Woodwork, Memphis jobbers and 
wholesalers; Donald R. Brann, head 
of the Easi-Bild Pattern Co.; and 
E. F. Longinotti, Memphis bank 
officer. Moderator was Gordon J 
Lawler, managing editor of American 
Lumberman magazine. 

The merchandising panel pointed 
out to the dealers the many oppor 
tunities for greater profits waiting 
for those willing to take the initia 
tive. 

Brann declared that “you people 
in the lumber industry have the 
greatest merchandising opportunity 
The market is here today, ready for 
you to develop if you have the initia 
tive to promte Do-It-Yourself. He ad- 
vised dealers to stress price and 
seasonal appeal—the two most im- 
portant items in merchandising 

“Make it easy for people to buy,” 
he urged. Citing a dealer in Los 
Angeles who does more than 80 per 
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cent of his total business on Satur- 
days and Sundays—with part-time 
help, Brann observed that many en- 
terprising dealers also are staying 
open one night a week to accommo- 
date home-owners and other Do-It- 
Yourself customers. 

President Sexton advised fellow 
dealers to examine their business and 
“know where you are going from 
month to month.” He said dealers 
must know their “break-even point.” 

Banker Longinotti appraised credit 
as a merchandising tool and pointed 
out that many dealers are “missing 
the boat by not taking full advantage 
of that 365-day Santa Claus—FHA 
Title I loans.” 

McDonald reminded dealers that 
the jobbers can be of great assistance 
if the dealers will only seek the serv- 
ices they offer. 

“Chuck” Hanna, professional 
speaker, amused the dealers and 
their ladies at the annual banquet, 
with his talk on “Mind Your Own 
Business.” William C. Walkup was 
master of ceremonies. 

Sterling Roberts, state director of 
the Federal Housing Administration, 
explained FHA’s mandatory grade- 
marking requirements for housing 
lumber. 

Five new directors were elected at 
the closing session of the meeting, 
which was attended by some 200 
dealer personnel. The directors are: 

District 1, Clay Rose, Elizabethton; 
District 6, Charlie Scheffer, Nash- 
ville; District 9, Julian Whitley, Cov- 
ington; and directors-at-large Harvey 
C. Foskett, Gallatin, and Andrew 
Brooks, Kingsport. 


Woodworkers’ Show Ties 
in with Research Meeting 


The combination of the eighth na- 
tional meeting of the Forest Products 
Research Society and the simultane- 
ous “1954 Woodworkers Industry 
Show,” to be held May 5-7 in Grand 
Rapids, Mich., may result in the big- 
gest 1954 event in the woodworking 
industry. 

According to General Chairman J. 
Alfred Hall, who also is director of 
the U. S. Forest Products Laboratory 
at Madison, Wis., the keen competi- 
tion facing wood materials this year 
emphasizes the need for a strong 
FPRS technical program, augmented 
by first-aand knowledge of the latest 
and newest in machinery, raw ma- 
terials, and processes. 

He said the latter job will be done 
by the woodwork industry show and 
its over 100 exhibitors. The Forest 
Products Research Society is coop- 
erating closely with the management 
of the show. 
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Louisiana Dealers Urged to Court Do-It-Yourself Market 


WAYS dealers can profit from serv- 
ing the Do-It-Yourself market and 
trim their operating expenses were 
discussed before members of the 
Louisiana Building Material Dealers 
Assn. at their 34th annual meeting, 
March 17-18, by a quintet of experi- 
enced dealers and industry spokes- 
men, 

The two management workshops 
constituted the principal business 
sessions of the annual gathering at 
the Jung Hotel in New Orleans, 
which featured the displays and ex- 
hibits of some 60 product manufac- 
turers and suppliers. 

With Everett B. Wilson, public re- 
lations of the National Retail Lum- 
ber Dealers Assn., Washington, D. C.., 
as moderator, the management panel 
included Phil Creden, advertising 
director of the Edward Hines Lum- 
ber Co., Chicago; Robert A. Jones, 
executive vice-president of the Mid- 
dle Atlantic Lumbermen’s Assn., 
Philadelphia; Russell W. Nowels, 
Rochester, Mich., building material 
merchant, and Elias W. Nuttle, presi- 
dent of the Nuttle Lumber and Coal 
Co., Denton, Md. 

Questions from the floor brought 
out that some dealers have experi- 
enced a crowding of stcre facilities 
by small purchasers at a time when 
“long-time, big customers,” such as 
contractors, normally come in for 
purchases, One solution to that was 
offered by Dealer Nuttle, who said 
that his company brings in personnel 
from other departments, auditors, 
draftsmen, and outside salesmen, to 
accommodate the rush. 

Another suggestion was that ap- 
pointments be made with Do-It- 
Yourself customers and salesmen be 
sent out to the premises to look over 
the job, see what is needed, and ad- 
vise the prospect. 

Panel member Jones pointed out 
that television can be credited with 
much of the trend toward home re- 
pairs and additions. People are living 
more at home, entertaining more at 
home since television came, he said, 
with the consequence that they are 
taking more interest and pride in 
the home. 

The family trend definitely is away 
from the automobile to television, 
said Jones. “Every time a family gets 
in a car and goes around the coun- 
try, we lose a potential customer. 
With TV, that same money that 
goes into a trip goes to build a den 
or for some other project around the 
home.” 

The building material business is 
the only retail business which uses 
book prices, Creden said. Prices 
should be marked on each item of 
material just ‘as commodities are 
marked in other stores. 

A price marked on an item takes 
it out “of the realm of secrecy” it 
has when placed in a dealer’s book, 
he said. “People today have been 
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taught to shop for themselves in self- 
service stores and individuals should 
have that same privilege in lumber 
yards.” 

The rising cost of doing business 
is the dealers’ chief concern in all 
parts of the nation, Nowels said. In 
joining the trend toward building 
elaborate show-rooms and bigger 
business places in the building sup- 
ply field, Nowels advised dealers to 
investigate their businesses to de- 
termine how much renovation and 
mechanical methods their capital 
structure can take. 

An unscheduled speaker, Leonard 
G. Quick, branch manager at New 
Orleans of the Black and Decker 
Manufacturing Co., urged dealers to 
participate in “this revolutionary 
market” wherein the home-owner 
more and more is doing repair work 
and improvement jobs to his own 
premises. 

Quick said his company had been 
conducting dealer clinics in which 
sales personnel is shown how to work 
and demonstrate portable power 
tools to promote the Do-It-Yourself 
market. Similarly, it is sending rep- 
resentatives to 24 trade schools in 
Louisiana to teach care and use of 
such tools. 

The Do-It-Yourself trend has been 
going on for 20 years and has now 
become large enough to be visible to 
all, explained Dr. Frank Goodwin, 
professor of marketing at the Uni- 
versity of Florida. Speaking at the 
luncheon, on the need for good pub- 
lic relations, Goodwin pointed out 


that dealers now are serving thou- 
sands of small customers, each of 
whom talks just as loud and influ- 
ences just as many people as the big 
buyers. 

He told the group that each man 
of their organization is representa- 
tive of the dealer in forming attitudes 
in the public eye. “Unless the public 
attitude to you and your organization 
is favorable,” Goodwin said, “all else 
you do to impress, such as advertis- 
ing, and so forth, is to no avail.” 

New district directors named were: 
Corbin Turpin, Monroe, Northeast; 
T. W. M. Long, Shreveport, North- 
west; R. L. Hamilton, Baton Rouge, 
Central; and Martin L. Monies, 
Lafayette, Southern. William Messer, 
Pineville, is director-at-large. 


Head Lafayette Dealers 


The Lafayette (La.) Building Ma- 
terial Dealers Assn. elected new 
officers at a recent meeting at Poor 
Boy’s Riverside Inn. 

E. J. Chestnut, Pointe Coupee 
Lumber Co,. succeeded Warren 
Monies as president. New vice-presi- 
dent is C. J. Richard, C. J. Richard 
Lumber Co., and new secretary- 
treasurer is Howard Roy, Isaac Roy 
Lumber Co. 

Named to the board of control were 
Rufus Smith, Smith-Mouton Lumber 
Co.; Laurent Larriviere, Krause and 
Managan, Inc., and Nolan Hutchin- 
son, Hutchinson Lumber Co. 


New officers of the Louisiana Building Material Dealers Assn. are seen above 

discussing some new prcduct literature at the 34th annual convention in 

New Orleans. From left, the foursome includes Ivan M. Foley, of New 

Orleans, first vice-president: E. Shelby Hill, Monroe, new president; Roy S. 

Brown Jr., Lake Charles, second v.p., and R. Needham Ball, Baton Rouge, 

veteran executive vice-president. New Orleans’ George E. Knoop continues 
as treasurer, and Mrs. Katherine Ball as secretary. 
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brand names 
hat help you sell 


These brand names are registered trade marks. They identify 
ROCKLATH gypsum plaster base, SHEETROCK gypsum wall- 
board and Perr-A-TAPE joint system. Your customers know 
them—know they represent the highest standards of quality. 
That's why these names help you sell. They apply only to 
products developed and manufactured exclusively by U.S.G.; 


UNITED STATES GYPSUM {fT 


no others may be made, advertised, represented or sold as 
ROCKLATH, SHEETROCK, PerF-A-TAPF. They are marks of the 
genuine! 

It's good bu 
when you s¢ 
wallboard and 


; to point out these distinguished names 
’s nationally advertised brands of lath, 
t system. 


the greatest name in building 


STATES 
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PER-FiT, SLIDER 


gives you all these features! 


Mr. Dealer: PRICE? Your builders 
will be astounded at the low cost of 
this window when you quote them 


Acclaimed by everyone as the window 
they have been waiting for. Its new 


fin OW 300 


advanced design results in amazing 
quality at surprising low cost. Study 
each of these important features. You 
too will say “This is the window I’ve 
been waiting for”. 


FRAME (FROM 
INSIDE OF 
winoow) 


| | SASH TRACKS AND 
WEEP HOLES PROTECTED 


| 
| AGAINST DIRT 
| 


@ With a beautiful etched satin finish — 
dip lacquered. @ Extruded aluminum 
interior trim and return. 

@ All frames have continuous perimeter installation 
fins. @ Semi-pneumatic Ventiseal weather stripping 
inside jambs. The most advanced weathering sys- 
tem, plus a sash cushion. @ Continuous zine weath- 
ering strip in frame head; smooth operation and 
full length weather seal. @ Rubbing block on zinc 
weather strip in head assures perfect closure and 
seal of meeting rails. @ Scientifically designed weep 
holes in sill frame for immediate drainage under all 
conditions. @ Weep holes in sill frame protected 
from weather by continuous beaded flange which 
is an integral part of the removable cover piate. 


@ All weathering is built into the window frame 
where it belongs; out of harm’s way and thoroughly 
protected by the frame. @ Screw-lock mitred sash 
corners permit easy job re-glazing. Lifetime Venti- 
seal glazing. @ Sash siderails have two-point con- 
tact with semi-pneumatic jamb weather strip for 
double weather protection, @ Nylon pressure but- 
tons in sash head rail, actuated by stainless steel 
springs, eliminate wind rattles in any sash position; 
constantly push sash firmly against the zinc weather 


F) ; strip. Nylon-eluminum, aluminum-zinc contact pro- 


Serew-lock mitred sash corners permit 
easy re-glazing, ANYBODY can re-glaze 
a PER-FWT sider sash — in minutes 


No more dirt or bug trench—for you or 
the owner. The sash track is protected 
with @ removable zinc cover plote, 


Continuous perimeter fins permit the 
cheapest, most inexperienced help to in 
stall PER.FIT sliders accurately! 


RIM vides natural lubrication for permanent, easy, fin- 
gertip operation. @ Ful!-length self-sealing action 
cearmeees 110 proven between sash and sill cover-plate. @ 


' rrr 
ncn wees gh aa & 
oryed and machined cam action lock forces sash 
against the semi-pneumatic weather seal in side 
jambs; seals meeting-rails air-tight, dust-tight; 
maximum weather seal. @ Top to bottom finger rail 
for quick, easy opening; prevents pinched fingers; 
adds beauvty—and rigidity —at a critical point @ No 
sharp, easily damaged weather strip exposed when 
sash is out; no home-owner injury hazard. 


wenn wiarece sre 


‘y] || 
SCREEN AND Hy | a1 ravuman 
STORM SASH vam wrarnee stew 
maces dé "ae > tm coven matt 
wrorauy || - ¢ evarece ste 
trTRuoto 1] <— 


Exterior trim is part of the window — no No dust, wind, air or water leakage — 
special wood buck needed. When the weather-stripped better than double 


PER -FIT slider is in— you re done! hung. Et owner P 


Siorm sash and screen hardware ore foc 

tory located—the actual recess is designed 

into the frame — no difficult job- condition 
decisions to make 
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OTHER FAMOUS ALUMINUM 
WINDOWS IN THE 
PER-FIT LINE FOR 1954 


PER-FIT—The aluminum win- 
dow with custom features — 
at mass-production prices. 
Every feature of this solid, 
rigid window spells quality 

. with spiral-spring ten- 
sion balancers on both upper 
and lower sash— welded sill 
corners and internally brazed 
sash corners — permanent 
weather seal. Compare its 


quality—then compare price! 


BEST-VENT—Here is the win- 
dow acclaimed by all three: 
the architect, the builder, and 
the user! Famous BEST-VENT 
has counter-balanced sash — 
both top and bottom open 
simultaneously, at the touch 
of a finger. The most modern 
aluminum window in Amer- 
ica—at surprisingly low cost! 


Easier to sell, easier to install. 


GLASS BLOCK VENTILATOR 
—Another new PER-FIT de- 
sign—with rugged, precision 
construction plus the hand- 
some lines your customers 
like. Heavy extruded alumi- 
num. Available in all stand- 
ard sizes and opening types, 
for any width glass block. 
You'll want to see this new 
window—every feature is en- 
gineered for customer appeal. 


For precision construction combined with prices that sell 
... you can’t beat “the Per-Firt line.” Write for complete 
information on these four great aluminum windows... . 
and ask for your copy of the new Per-Fir dealer’s mer- 
chandising program. 


The Js 
(Pan fer 


PER-FIT PRODUCTS CORPORATION 
1206 East 52nd Street * Indianapolis, Indiana 





World’s Finest 
Aluminum Windows 








supply & 
demand § 


SECOND BEST, ANYWAY! Whether you go by 
what’s happened so far this year—or by what analysts 
and observers foresee—1954 should be the second 
most productive and active year our American econ- 
omy has enjoyed 

Spokesmen government, management, labor, 
and manufacturers at the 35th annual convention 
of the Associated General Contractors of America, 
in Los Angeles last month, agreed that all indices 
and trends point to 1954 being second best only to 
1953 in construction activity. 

New construction expenditures for the first two 
months of 54 were 2% more than a year before— 
and at an annual rate of well over $36 billion. (The 
reporting U. S. Departments of Labor and Commerce 
had predicted that new construction this year will 
be at an annual rate of $34 billion—2% less than 
1953.) The big increase was in private construction— 
5.0% up for the two months—as compared with a 
4.3% drop for public construction. Private residential 
additions and alterations were up 7.1%; commercial 
building, up 47%. Other non-residential private build- 
ing was up 18.3%, paced by educational, up 22.2%, 
and social-recreational, up 52.4%! 

Non-farm permanant housing starts in February 
were up 10% over January, according to Bureau of 
Labor Statistics estimates—entirely in  privately- 
owned projects and nation-wide in gains. On a sea- 
sonally adjusted basis, these housing starts were at 
an annual rate of 1,180,000 units, which was ex- 
ceeded in only four months during the last three 
years. 

An unprecedented building boom is heralded by 
the Dodge reports of contracts awarded for future 
construction projects in the 37 Eastern states during 
January and February. The February record was the 
highest in Dodge’s 63-year reporting history. The 
two-month total was 13% greater than for that part 
of 1953—and 9% more than the 1951 January-Feb- 
ruary peak record 

Residential contract awards were up 11% over last 
year, and non-residential was up 21%. The South- 
eastern states’ contribution was even greater—con- 
tracts up 20% over last year, and 12% over 1951. 

To temper this optimistic outlook, a consensus of 
opinion by economists and industry analysts reported 
by Dun’s Review and Modern Industry anticipates 
total construction this year to reach 98% of 1953; 
housing starts, 91%; gross national product, 95%; 
disposable personal income, 97%; wholesale prices, 
98%, and consumer prices, 99%. 

PRICES THE KEY? The annual survey made by 
the University of Michigan for the Federal Reserve 
Board shows that American consumers are able to 
buy this year, and plan to do much buying perhaps 
later in the than last. Of the consumers, 19.2% 
were planning to make home improvements and 
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VULCO 


Aluminum Screens 
Every PART FITS 


e Easily 
e Economically 
e Smoothly : 


Channel; inserts, lock handles 
serts are engineered for utm 
and long, hard wear. This 

is easily fabricated. Spe 
cut-off saw at low cost, 
mallet are all the tools 


Ps 


Hundreds of se 
turned to VULCQ 


1. 
2. 





FULL LINE 
OF HARDWA\ 
AND Jé 





A leader in the industry 
since 1945. 





Call, write or wire 


VULCAN METAL PRODUCTS 


2801 - 6th Avenue, South 
Birmingham, Alabama Phone 4-5423 


leeeieetanientitentetetetanatantantatetten 


! Yo: VULCAN METAL PRODUCTS 
2601 - 6th Avenue, $. 
Birmingham, Alabama 


Please send me catalogue and further 
details relative to VULCAN SCREENS 
Ne Obligation. 


Neme_ 


Address 
City 
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maintenance this year, compared with 16.9% in 1953 
—and 6.8% were planning to buy houses, compared 
with 8.8% last year, and 6.4% in 1952. 

Lumber prices continued to slip at wholesale during 
February—down 0.3 from January, and 3.6 from 
last February, but still 3.8 above June ’50. 

In mid-March, plywood prices dropped back to $80 
at the factory for the index grade (%” A/D)—$10 
under a year ago and back to November’s low. 

To give lumber dealers more hints on the sale of 
plywood profitably, the Douglas Fir Plywood Assn. 
last month began publication of a bi-monthly tabloid, 
Fir Plywood Dealer News with “merchandising news 
for the man who sells plywood.” It played up the 
new Texture 1-11 plywood siding and announced 
“Chubby” Cobb, manager of the Bowman Lumber 
Co., Abilene, Tex., as winner in a new “Idea of 
Month” award. 


CAUTIOUS LUMBER BUYERS. Despite the upturn 
in weather and building activity, mill reports indicate 
that lumber dealers are wary in buying. They prefer 
paying some premium for mixed cars, with the result 
that transit prices are soft and sales slower. 

The Southern pine lumber barometer showed ship- 
ments 4.32% below production for the week ended 
March 20, with orders 7.72% above production. 
Measured against the three-year average, production 
was down 7.38%; shipments, down 11.38%; orders, 
off 0.23%. 

Low production of fir and Western pine, due to bad 
weather, has kept the market picture brighter on the 
West Coast. 


AGGRESSIVE ASSOCIATION. As he was re-elect- 
ed president of the Western Pine Assn. in San Fran- 
cisco early last month, U. R. Armstrong, Idaho lumber 
producer, asserted that “there’s nothing wrong with 
our economy that hard work won’t cure.” He called 
the economic readjustment underway “stimulating” 
to his industry, declaring that it would bring about 
better quality, lower costs, more aggressive selling, 
and a search for new markets. 

The Western Pine Assn. approved a trade promo- 
tion and advertising budget of $475,000 and a re- 
search budget of $91,500. 


Dinges Ils Now Manufacturers’ Agent 


To provide sales engineering and distribution services 
in the Southeastern states for manufacturers of build- 
ing materials, George J. Dinges has opened the George 
J. Dinges Co., manufacturers’ agent, in suite 662 at 
800 Peachtree St., N.E., in Atlanta, Ga. 

Among the manufacturers and their products which 
Dinges will represent in this region are: A & F Tile- 
board Co., Alexandria, La., plastic-coated wall panels; 
International Molded Plastics, Inc., Cleveland, Ohio, 
Structo-Glas plastic fiber-glassed paneling; Daryl 
Products Co., Miami, Fla., shower doors and tub en- 
closures; and the Nova Sales Co., Trenton, N. J., vinyl 
plastic folding doors, glass jalousie windows, bamboo 
specialties, waterproofings, and insulated side-wall 
and roof units. 

Dinges served for 21 years in sales and managerial 
capacities with the Celotex Corp. He opened this 
firm’s Southeastern division offices in Atlanta in 1939. 
He resigned in 1952 to become Southern sales man- 
ager for the Barclay Manufacturing Co. He left Bar- 
clay last December to open his new manufacturers’ 
sales agency. 
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with Fir Plywood 


Ride the profit trend—feature fir plywood for built-ins 
and do-it-yourself jobs... for “bread and butter’ 
sales in the new construction and remodeling 
markets. Your selling is Backed by continuous 
advertising reaching millions every day, thousands 
of personal field calls — plus the hottest line of 
dealer merchandising aids ever developed. 





| . | 
EXT-DFPA Play it Safé= your reputation is on the line 
= with every panel you sell. Stock and sell 


puPhne only DFPA grade-trademarked fir plywood 














®Douglas Fir Plywood Assn., Tacoma 2, Wash. 


REASONS WHY IT PAYS TO PUSH PLYWOOD 


1. easy to sell 2. hundreds of uses 3. fast turnover 4. bigger profits 5. nationally advertised 6. easy to stock 7. grade for every job 8. tested quality 


<éwashington NEWS 


Favored by Industry 


Major provisions of the administra- 
tion housing bills being considered 
by both houses of Congress are fa- 
vored by the industry, testimony at 
hearings of the Banking and Cur- 
rency Committees recently indicated. 

Executive Vice-President H. R. 
Northup appeared for the National 
Retail Lumber Dealers Assn., and 
Norman P. Mason spoke for the U. S. 
Chamber of Commerce as chairman 
of the Construction and Civic De- 
velopment Committee. 

Appearing before the House com- 
mittee, Northup and Mason fully en- 
dorsed the provisions that would in- 
crease the maximum amount and 
lengthen the repayment period for 
FHA Title I property improvement 
loans, and would provide for open- 
ending of FHA-insured mortgages to 
permit longer-term maintenance and 
repair credit. 

Both spokesmen approved the pro- 
posal to give existing homes identical 
mortgage insurance terms with new 
houses. This would help owners of 
old homes to trade in for new ones 
more readily, and thereby increase 
the housing market. 

Mason and Northup urged an in- 
crease in the maximum FHA-insured 
mortgage on new one- or two-family 
residences from the proposed $16,000 
to $20,000, lengthen the repayment 
period to 30 years, and specify the 
down-payments rather than leave 
this up to Presidential discretion. 
They would leave the interest rate 
on FHA and VA mortgages flexible, 
so the President could regulate it to 
attract necessary mortgage funds. 
They also would permit increased 
service charges in sections of the 
country which suffer for lack of local 
mortgage investment capital. 

Both spokesmen supported the 
plan for a secondary mortgage fa- 
cility to replace the present Federal 
National Mortgage Assn., with Uncle 
Sam providing the initial capital to 
be retired with investment of pri- 
vate-industry funds. 

Speaking for the National Assn. of 
Home _ Builders, President Dick 
Hughes, of Pampa, Tex., listed these 
results and benefits of government 
supervision and private capital for 
the proposed new Central Mortgage 
Reserve Fund: (1) private capital 
replaces government capital; (2) ade- 
quate, progressive secondary market 
established; (3) channels home finan- 
cing into the areas where needed at 
the right time in the right amounts, 
in the public interest, thus broaden- 
ing the market for low-income and 
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minority loans; (4) doesn’t cost the 
taxpayer a dime; taxpayer receives 
a profit. 

Hughes said the homebuilding in- 
dustry is ready to produce an average 
of 2,000,000 new and new-conditioned 
homes annually for the next 10 years, 
to meet the need for 8,000,000 Ameri- 
cans moving into newer and more 
adequate houses each year. His 
breakdown on this annual goal: 1,- 
000,000 large, new homes for the 
mass market; 250,000 well-designed, 
but smaller homes for low-income 
families; 150,000 new rental units to 
replace demolished slums, and 600,- 
000 older houses “new conditioned” 
through modernization and repairs. 


FHA Pays Off and Out 


The Federal Housing Administration 
on March 11 paid the U. S. Treasury 
Dept. the last $16,500,000 it owed on 
the $65,500,000 that FHA had been 
advanced as operating capital and 
funds for its various insurance rates 


—plus interest in the amount of 
$20,400,000, at the rate of 2% per 
cent. To date the FHA had written 
mortgage insurance in excess of 30 
billion dollars. 

This coverage has insured of 3.3 
million homes, 640,000 rental and co- 
operative housing units, and 16.6 
million repair and improvement 
loans. 


Less Taxes, More Sales 


Don’t get impatient over the time 
Congress takes to enact impending 
tax bills, for Congress is now re- 
writing our Federal Revenue Code 
for the first time in 73 years. Out of 
it is bound to come tax savings for 
every individual and business firm, 
for more income will be made tax- 
free, deductions will be made easier, 
and cuts in excise and other taxes 
will reduce business and living costs. 
Savings for all taxpayers during the 
year should total over $2 billion. 


Southern States Consolidates Branches 


INAUGURATION of special truck- 
ing service for its customers by the 
Southern States Iron Roofing Co. has 
permitted consolidation and the clos- 
ing of company warehouses at Or- 
lando, Fla., and Albany and Augusta, 
Ga., according to Lee Bartholomew, 
sales vice-president for Ssirco. 

Key men at these former branches 
have been assigned elsewhere by the 


Robertson 


Stephens 


firm. A. J. Robertson III, who man- 
aged the Orlando ranch, is now 
manager of the Southern States 
warehouse at Jacksonville, Fla. He 
succeeded Leo D. Sheridan, who now 
does sales promotion for the firm in 
north Florida and southeast Georgia. 

Clayton Brisbois, manager of the 
former Albany branch, continues in 
the territory as sales representative. 
Similarly, A. W. Hodan, who man- 


aged the erstwhile Augusta office, is 
sales representative there. Other 
sales representatives will continue to 
serve in the affected areas but will 
work out of a nearby branch. 

The company now has 13 branches 
located in strategic positions through- 
out the South. 

E. L. (Bud) Stephens, former alu- 
minum products sales manager in the 
Atlanta territory, has been appointed 
manager of the Richmond warehouse, 
succeeding Joe Osborne. J. J. Staf- 
ford, who was assistant manager at 
Orlando, has joined Stephens in that 
position in Richmond. 

Jule Petris has been Atlanta 
branch manager since last August. 
He has been with Southern States 
since 1938. He previously had served 
as building products manager for the 
whole chain. 

In Birmingham, where Cater Lee 
is manager of operations, E. W. Beall 
is the branch sales manager. He for- 
merly served as manager in Colum- 
bia, Albany, and Savannah. 

Managers of the other branches of 
this regional wholesaler of metal 
products and building materials are: 
Savannah, M. L. Peek; Tampa, H. O. 
Nash; Miami, E. D. Cole; Columbia, 
Earl Stradtman; Raleigh, N. L. Birch; 
Memphis, Charles A. Rea; Nashville, 
A. C. Hammond; Louisville, Ken 
Helmly, and New Orleans, Selden S. 
Partridge. 


SOUTHERN BUILDING SUPPLIES for APRIL, 1954 





more than ever before 


IT PAYS TO STOCK 
THE LOWER GRADES 
WEST COAST LUMBER 


In these competitive times any savings you can pass along to your 


customers will bring you extra sales and customer satisfaction. 


By selling the right grade for the right use... by selling the lower 
grades of lumber when they will meet the job requirements, you can 
save your customers up to 25%. And as you point out the savings, 
remind your customers that FHA span tables list the appropriate use 
for No. 2 and No. 3 grades of West Coast lumber —as well as for 


No. 1 and Select Structural. 


Complete your stock of lumber now! Carry all grades of West Coast 
lumber ... Douglas Fir, West Coast Hemlock, Western Red Cedar, 
and Sitka Spruce. 


“+ ' 2 { Ca " x For facts on West Coast Lumber grades and uses, and information 
W. n on free promotion material, write West Coast Lumbermen's Associa- 


Sitka — “ tion, Room 540, 1410 S. W. Morrison Street, Portland 5, Oregon. 
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PLASTIC DRAWING BOARD 


The Graphostat clear polystyrene- 
plastic drawing board simplifies the 
work of engineers, draftsmen, con- 
tractors, mechanical drawing stu- 
dents, and architects. It is made by 
the Graphostat Co., Dept. SBS, 110 
Eaton Place, East Orange, N. J. 

Weighing less than eight ounces, it 
is easily slipped into a brief-case. 
Four corner clamps hold 8%”x11” 
paper smooth, 

Two metal straight edges — one 
horizontal, one vertical — are re- 
tractable to eliminate use of a T- 
square. 

Write for P99. Use coupon below. 


PERFORATED PANELS 


Perforated panels made _ in 
Tempered Presdwood in %” and \% 
thicknesses are now offered by the 


black 





Masonite Corp., Dept. SBS, Box 777, 
Chicago 90, Ill. 

The 20”x23” hook racks now may 
be ordered in Temprtile (Presdwood 
scored to form 4” squares) painted 
white, as well as the plain perforated 
panels in black and white. 

Write for P100. Use coupon below. 


NEW FOLDING DOORS 


Fashionfold folding doors are now 
available in a new woven wood fab- 
ric. Made by the Hough Shade Corp., 
Dept. SBS, Janesville, Wis., they 
feature slats that accentuate the 
vertical folds of the door. 

Equally noteworthy is the intro- 
duction of a lower-cost line of doors 
in colored stain finishes. The stain- 


finished doors are sliced basswood 
slats, with the grain of wood faintly 
visible through one of six stains 
offered. 

Write for P101. Use coupon below. 











AIR-CONDITIONERS 


The Quiet Kool line of room air- 
conditioners has been re-designed. 
It includes 20 new models, in two 
series. They are made by the Quiet 
Kool Corp., 46 Oliver Street, Newark, 
N. J. 

The Compact series consists of 1/3- 
HP and %-HP models, designed to 
permit installation by the average 
home-owner, with ordinary tools, in 
30 minutes. They fit windows from 
24%” to 36” wide. Cooling capacities 
are rated up to 175 square feet for 
the 1/3-HP model and up to 250 
square feet for the %-HP model. 

The Custom series consists of %- 
HP, %-HP, and 1-HP models. They 
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are 26%” wide and fit into any 
double-hung window. Capacities are 
rated up to 250 square feet for the 
%-HP; 400 square feet for the %-HP, 
and 500 square feet for the 1-HP. 
Write for P102, Use coupon page 60. 


NEW WINDOW FAN 


The new Viking No. 955 window fan 
features five buttons to punch for a 
choice of high or low speeds on 
either exhaust or intake. It is made 
by the Viking Air Conditioning 
Corp., 5601 Walworth Avenue, Cleve- 
land, Ohio. 

With a 1/6-HP motor, the four- 
blade propeller pulls 3,500 cubic feet 
of air per minute through the house. 
Yet the fan turns only 712 RPM on 
the belt-drive, making it exception- 
ally quiet in operation. 

Write for P103. Use coupon page 60. 


ALUMINUM WINDOW 








A new Lupton aluminum awning 
window is designed for construction 
where horizontal lines are empha- 
sized. The open-out type sash per- 
mits greater ventilation and weather 
protection. Both sides can be cleaned 
from inside. It is made by the Michael 
Flynn Manufacturing Co., Philadel- 
phia, Pa. 

A centrally-operated control bar 
delivers equal power to both jambs 
for easy opening and closing. 

A vinyl plastic weatherstripping 
completely covers the inside contact 
of the frame. Screens and storm sash 
fit on the inside. 

Write for P104. Use coupon page 60. 


VENTILATING FANS 


A new line of ventilating fans for 
wall and ceiling installation has 
been introduced by the Philip Carey 
Manufacturing Co., Dept. SBS, Mid- 
dletown, Ohio. This Miami-Carey 
line is said to have many features 
usually found only in higher priced 
ventilators. 

The line includes 8” and 10” 





“SELLING LIKE HOT CAKES” 


a aed ~~, 


ROOT-PROOF PIPE 


burg’s light weight, 8-foot lengths 


Advertised to your customers .. . 
are a natural for sure profits. 


and known to them by brand 
name. Stock it — sell it — profit by 
letting people know you carry 
Orangeburg. 


25% are to farmers. Orange- 
burg is duck soup for them . . . easy 
to install — saves time, trouble and 
A market survey of your field has money, too. 
found that your sales break down 


approximately as follows: Orangeburg Is The Pioneer and 


Leader. It is the original high qual- 
ity bituminous pipe. It is the stand- 
ard brand that people want. Nail the 
substitute racket. Stock and sell 
genuine Orangeburg — It pays to 
“back the winner”. 


25% are to home owners. They 
all know and want Orangeburg... 
the modern pipe. 


40% are to contractors and 
builders. They know that Orang« 


wy 
ny Easy, quick-installing 8-Foot Lengths saves money. 
The long-term dependable service saves trouble. 


THE MANY USES. Orangeburg Root- 
Proof Pipe is for sewer lines from house 
to street main or septic tank; for con- 
ductor lines from down spouts; storm 
drains; all non-pressure outside uses. UNDERGROUND 
41 YEARS 


ORANGEBURG PERFORATED PIPE is for septic tank disposal fields; foundation 
footing drains; draining wet spots in lawns and fields—parking lots, 


— 


drive-in theaters, athletic fields. 


Use Orangeburg Fittings with Orangeburg 
Pipe. They simplify installations and cut costs. 


Yq PEND WYE Ve BEN 





Order from 
your wholesaler 
Send to 
Dept. S844 


for more facts 

















ORANGEBURG MANUFACTURING CO., INC. e@ Orangeburg, New York 
West Coast Plant: Newark, Calif. 
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through-wall ventilators and a 10” 
combination wall-and-ceiling fan. 

These fans feature a one-piece 
grille mounted with a neoprene rub- 
ber grommet and _ single-threaded 
nose piece. They are shipped 
“knocked down” for easier storing 
and are quickly assembled. They 
feature a snap-in assembly on pro- 
peller and motor unit for easy clean- 
ing. 

Write for P105. Use coupon page 60. 


VENTILATING HOODS 


Two new ventilating range hoods 
have a back panel and are finished 
in white baked-on enamel so that 
they become a part of the range unit 
when installed. They are made by 
the Cole Manufacturing Co., Dept. 
SBS, 705 Raymond Street, Austin, 
Tex. 

The Cole Automatic hood is oper- 
ated automatically by the heat from 
the range. The control—a thermo- 
stat similar to that used in heating 
systems—starts the blower as soon 
as it is needed. 

A Grestop filter unit traps cooking 
grease. It is quickly removable for 
a yearly cleaning. 

The DeLuxe, a less expensive 
model, has the same features except 
that it is switched on rather than 
operated automatically. Both models 
can be installed by home-owners. 

Write for P106. Use coupon page 60. 
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NEW BLEND SHINGLES 


In observance of its 50th anniversary, 
the Certain-teed Products Corp., 
Dept. SBS, Ardmore, Pa., has 
brought out its Woodtex line of as- 
phalt shingles in six brand-new 
blends — green, red, gray, pastel 
green, pastel blue, and pastel brown. 
The Woodtex line already included 
two-tone black and two-tone green. 

The new roof colors are said to 
meet the increasing trend to the use 
of lighter, more subtle color blends 
for both new construction and re- 
roofing. 

The Woodtex asphalt shingles give 
a realistic grained effect and deep 
shadow line on the roof because they 
are built up with extra layers of 
asphalt and granules. This produces 
reinforcing ribs that help the 250- 
pound shingles to “hug” the roof. 

Write for P107. Use coupon page 60. 


APARTMENT KITCHEN 


A new Twin R-600 kitchen unit is 
only 42” wide but it includes a two- 
bow! sink, three gas or electric burn- 
ers, 6’ refrigerator with a small 
freezing compartment, and an oven 
and broiler. This compact kitchen 
unit is made by the General Air 
Conditioning Corp., Dept. SBS, 4542 
East Dunham Street, Los Angeles 
23, Calif. 

The refrigerator door has two 
shelves for holding bottles and small 
jars and cans. The unit has a seam- 
less porcelain top. The sink has a 
chrome-plated deck-type swing 
spout faucet. 

Other models are made without 
the oven and are 27%” wide. 

Write for P108. Use coupon page 60. 


TRAVERSE WINDOW 





A simulated hurricane at the Univer- 
sity of Miami recently failed to do 
any damage to a new-type sliding 
window. Withstanding winds up to 
120 miles an hour and a 4” rain in 12 
minutes, the windows permitted only 
1/100 gallon of water to come 
through, compared to seven gallons 
that seeped through similar win- 
dows. These aluminum Traverse win- 
dows are made by the Reynolds 


Metals Co., Dept. SBS, 2500 S. Third 
Street, Louisville, Ky. 

Installation of the window is sim- 
plified by a new universal clip, which 
eliminates the need for furring and 
requires no special trim or fins. It 
also features an “acquawell,” or 
double sill, which drains off moisture 
from interior condensation. 

Screen and storm sash attach di- 
rectly to the window frame by sim- 
ple clips. 

Write for P109. Use coupon page 60. 


LUMBER SORTER 


The Wheland automatic lumber 
sorter employs a new method of 
separation. It is made by the Whe- 
land Co., Dept. SBS, Chattanooga, 
Tenn. 

Lumber is carried by roller-chain- 
driven rolls between angled parallel 
steel plates, which have periodic 
openings of progressively larger 
sizes. When the upright piece of 
lumber reaches an opening of proper 
width, it falls out of the sorter by the 
force of gravity. Warped or uneven 
boards will not jam the sorter. 

From the sorted racks, lumber is 
quickly stacked for transportation to 
the yard. 

Write for P110. Use coupon page 60. 


NEW FLAT PAINT LINE 


Wallhide PBX is a new alkyd-type 
flat wall paint possessing qualities of 
unusual durability, washability, mar 
resistance, uniformity of appearance, 
and ease of application. It is made 
by the Pittsburgh Plate Glass Co., 
Dept. SBS, 632 Fort Duquesne Blvd., 
Pittsburgh 22, Pa. 

One coat is said to cover previously 
painted surfaces. No primer is re- 
quired because Wallhide PBX is self- 
sealing. 

Identical colors may be prepared 
for use on sash and trim with the 
addition of a sheen builder. 

Write for P111. Use coupon page 60. 


SWIMMING POOL KIT 


Lumber dealers can now offer home- 
owners a low-cost swimming pool kit 
that is assembled with only a saw, 
hammer and spade. This Million-Air 
Kit is made by U. S. Fiber and Plas- 
tics Corp., Dept. SBS, Play Plastics 
Division, Stirling, N. J. 

Million-Air pools come in two 
sizes. No. 1116 is 8’x16’x5’, with 4,- 
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800-gallon capacity and retail price 
of about $150. No. 1120 is 12’x20’x5’, 
with 9,000-gallon capacity and retail 
price of about $250. Covers for safety 
and maintenance of temperature are 
available. 

An excavation is made one foot 
wider than the pool size. Framework 
is assembled and each wall placed 
separately into the excavation before 
bolting together. A plastic liner is 
placed inside and attached to the 
frame. The exposed frame is covered 
with a facing and excess earth from 
the excavation is banked against the 
side. 

The pool is filled with a garden 
hose and drained by attaching the 
hose to a metal drain supplied with 
the pool kit. A simple sump pump 
facilitates draining. 

Write for P112. Use coupon page 60. 


ALUMINUM CORNERS 


A new design in rustproof aluminum 
building corners, called Straightline, 
is offered by the Nichols Wire and 
Aluminum Co., Dept. SBS, 1725 
Rockingham Road, Davenport, Iowa. 

Designed for architects who want 
a clean, modern look in building 
corners, Straightline corners are 
packed in sturdy, eye-catching boxes 
that make them easy to display in a 
showroom. 

The corners are made in a wide 
range of sizes for all popular thick- 
nesses and widths of siding. 

Write for P113. Use coupon page 60. 


COLORFUL AWNINGS 








The Alumatic Corp. of America, 
Dept. SBS, 2081 S. 56th Street, Mil- 
waukee 14, Wis., has introduced a 
new line of color-coordinated alu- 
minum awnings and canopies. Every 
awning has a valance gutter to fun- 
nel off rain. “Ventrol,” an exclusive 
adjustable pitch, permits ventilation 
control. 

The awnings are built of sturdy 
aluminum in horizontal design and 
heavy-duty stainless-steel bracing. 
They are available now in six dec- 
orator-styled colors — gay yellow, 





bullt-to-last 


FIR PANEL DOORS 


Charlie Rogers 1s typical of the proud 
craftsmen that maintain the traditional 
quality in every fir panel door. Each 
door is meticulously put together 
Each is made with carefully selected 
straight grain Douglas fir. Each carries 
the FDI hallmark to assure exacting 
U.S. Commercial Standard requirements 


won't come apart 
»-:- won't warp 


.-- Stay straight 


DEPENDABILITY .. .a word that 
means profit to fir door dealers. Sell 
them, then forget them—secure in the 
knowledge that there'll be no replace- 
ments, no repetition of war-grade door 
complaints. Fir panel doors build and 
hold customers. Cost? With all their 
plus features, fir panel doors sell for 
less than most doors on today’s 
market—two to three dollars less! Sell 
fir panel doors for new homes, for 
remodeling, even for redecorating. 


More color, more texture are modern, 
decorative themes. Restyled fir “ picture- 
panel’’ doors provide both. Wider, flat 
bevel molding fraraes panels for 
exciting decorative treatments . . . makes 
the door a dramatic room feature. Fir 
panel doors have eye-interest, buy- 
interest, bring new life to door sales. 
Stock now, in time for the spring 
building season. 


CALL YOUR REGULAR SUPPLIER OR WRITE FIR DOOR INSTITUTE, TACOMA, WASHINGTON 
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sparkling burgundy, parkway green, 
cool white, satin aluminum, autumn 
brown, and ivory. 

The awnings are easily installed. 
Each louver can be quickly removed 
without tools — the user just snaps 
them out—so they can be rearranged 
for different color combinations. 

Alumatic also announces a new 
three-channel aluminum combina- 
tion window. The three full channels 
permit self-storage. An ingenious in- 
sert-removal principle allows quick 
change-overs. 

Write for P114. Use coupon page 60. 


SLIDING DOOR CABINETS 


The Natcco bathroom cabinet line 
features streamlined styling and 
finger-tip convenience of smoothly- 
sliding doors. They are made by the 
National Steel Cabinet Co., Dept. 
SBS, 2415 N. Crawford Avenue, Chi- 
cago, II. 

The line includes three easily in- 
stalled models: unlighted; fluorescent 
side-lighted, and fluorescent top- 
lighted. 





The sliding mirror doors are 
bordered in stainless steel. They 
glide on nylon bearing surfaces in 
special aluminum channels. An elec- 
trical convenience outlet is standard 
on all lighted models. 


Write for P115. Use coupon page 60. 


3-IN-1 ROOF DECK 


A new building material that serves 
in a single application as roof deck- 
ing, roof insulation, and pre-finished 
interior ceiling for exposed beam 
construction with flat or low-pitched 
roofs, has been introduced by Insu- 
lite, Dept. SBS, Minneapolis 2, Minn. 

Called Insulite roof deck, this ma- 
terial is made of wood-fiber struc- 
tural insulation board which is 
waterproofed throughout with as- 
phalt. The interior board with a 
white, pre-finished surface is lam- 
inated to provide the interior “ceil- 
ing” surface. The panels come in the 
single, standard 2’x8’ size, but of 
three thicknesses—1%”, 2”, and 3”. 

Researched by Insulite, a vapor- 
barrier membrane is laminated be- 
tween the layers of the roof deck, 
close to the interior finish surface. 
A special resilient gasket is cemented 
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in the square tongue-and-groove joint 
to form a continuous vapor-seal. The 
product is also available without 
vapor barriers for mild climates 
where January temperatures average 
at least 40 degrees F. 

The triple function of Insulite roof 
deck is said to yield up to $300 sav- 
ings per home compared with con- 
ventional exposed-beam ceiling con- 
struction. Simplest way to finish such 
a roof is by applying pitch or asphalt 
built-up roofing, finished with color- 
ful roofing granules. 

Write for P116. Use coupon page 60. 


KITCHEN COUNTERTOP 


The Unitop is a new kitchen counter- 
top that offers a one-piece combina- 
tion work surface and backsplash, 
substituting a sweeping curve for a 
dirt-catching seam. It is made by the 
United States Plywood Corp., Dept. 
SBS, Weldwood Building, 55 West 
44th Street, New York 36, N. Y. 

The Unitop consists of 1/16” Mi- 
carta stain-resisting plastic, bonded 
to a %” Weldwood plywood core. It 
has a deck of 25” and is offered in 
three lengths — 60”, 72”, and 96”. 

Patterns include Mardi Gras, linen, 
and mother of pearl. 


Write for P117. Use coupon page 60. 


ORNAMENTAL IRON 


Portico of America, Inc., Dept. SBS, 
1515 Latham Street, Memphis, Tenn., 
now distributes a packaged orna- 
mental iron porch, patio, and car 
port. 

It is claimed that a Portico porch, 
complete with rcof and ornamental 


iron columns, can be erected for less 
than $200, and the patios and car 
ports for less than $300 each. The 
units are aimed at the thousands of 
small homes built without porches, 
patios, garages, or car ports. 

Write for P118. Use coupon page 60. 


RIGHT-ANGLE DRILL 


Practically every owner of a %” 
electric drill is a prospect for a new 
right-angle drive, made by the Mil- 
lers Falls Co., Dept. SBS, Greenfield, 
Mass. 

This attachment makes it easy to 
work in hard-to-reach places, such 
as corners, between’ studs, and 
around fixtures. It is used for drill- 
ing, operating sanding discs, polish- 
ing, wire brushing, and grinding. 

Selling at a suggested retail price 
of $4.95, the right-angle drive fits 
all 4%” drills with spindles %” long 
or longer, and with %”-24 internal or 
external threading. 

Write for P119. Use coupon page 60. 


SCREEN DOOR GRILLE 


A new aluminum 
screen door grille, 
No. S-75, is ad- 
justable to fit all 
standard screen 
or screen-and- 
storm doors. It is 
made by National 
Guard Products, 
Inc., Dept. SBS, 
Memphis, Tenn. 
Made of ano- 
dized aluminum 
that keeps its 
satin finish, the 
grille withstands 
all weather deterioration. It is easily 
installed by the homeowner. 
Write for P120. Use coupon page 60. 


SILICONIZED SIDINGS 


Smoothgrain and Cedargrain asbes- 
tos sidings are now treated with a 
silicone finish to make them as water- 
repellent as they are fireproof. They 
are made by Johns-Manville, Dept. 
SBS, 22 East 40th Street, New York 
16, N. Y. This finish does not affect 
the wall’s ability to “breathe.” 
This silicone-sealed asbestos siding 
appears the same as the regular as- 
bestos siding except in the rain, when 
beads of water roll off harmlessly. 
There is no water penetration and no 
wetness causing the color to darken. 
Write for P121. Use coupon page 60. 


‘54 FAN LINE 


Highlight of the 1954 line of West- 
inghouse electric fans is a new win- 
dow unit with twin blades and ex- 
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haust capacity to change the air in a 
four-room house in 60 seconds! This 
reversible fan also can be used as a 
portable air circulator. It is made by 
the Westinghouse Electric Corp., 
Mansfield, Ohio. 

The line also includes a new 20” 
combination window exhaust and 
portable fan, quickly installed with 
four wood screws in the window 
frame, and a 10” circulating fan 
with “air jet vanes” for increased 
air delivery. Twelve additional 
models have been announced, rang- 
ing from a 10” oscillating desk fan to 
a 16” double-duty fan mounted on 
wheels. 

Write for P122. Use coupon page 60. 


TILE MASTIC 


A new mastic for the installation of 
acoustical tile is announced by the 
Dicks-Pontius Co., Dept. SBS, Day- 
ton, Ohio. 

Called Accu-mastic, it has a “but- 
tery” texture and does not string or 
get on the face of tiles. Said to be 
non-slumping, it forms a strong bond 
in a few days but remains soft and 
pliable so stresses can move the tile 
without fracturing the bond. It is 
stored indefinitely without settling 
or stringing, in five-gallon and one- 
gallon containers. 

Write for P123. Use coupon page 60. 


ALUMINUM JALOUSIES 


Koroseal plastic weatherstripping in- 
sures a tight barrier against air-in- 
filtration in the 1954 jalousie win- 
dows made by the Union Aluminum 
Co., Inc., Dept. SBS, Sheffield, Ala. 

The aluminum frames have been 
exclusively finished to assure lasting 
satin-smooth beauty and can not 
rust, warp, or be affected by salt 
water. 

These jalousies offer the advantage 
of 100-per-cent of controlled ventila- 
tion. The operating mechanism is 
small and unobtrusive. 

Write for P124. Use coupon page 60. 
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and sales are getting better every day 








Thousands of lumber dealers all over the country are beating 
last year's sales figures every day. They are all set for present 
and predicted future conditions. Their houses are in order. They 
have a definite plan and a sound sales program. It is all built 
around the ABC TIME SALES PLAN. 


You need this plan now to put your business in this success- 
ful position. Ask us to send our representative to show your per- 
sonnel how to make more and larger sales with this proved 
merchandising plan. Briefly here’s how it works. You sell by 
the package: materials, labor and financing as a single unit. 
And you offer improvements and repairs as a unit at no money 
down and you can give 36 months to pay. 


Put the plan to work for you and you'll beat last year’s sales 
figures, too. Call your nearest ABC office for details. 


Specialists in Property Improvement 
and Modernization Sales Financing 


ALLIED 
BUILDING CREDITS 


INC. 


INSTALMENT FINANCING 


“a 
Qari 


Your best sales tool—the ABC Time Sales Program. Ask us today. 


BRANCH OFFICES: BALTIMORE, BIRMINGHAM, BOSTON, BUFFALO, CHARLOTTE, CHICAGO, CIN- 
CINNATI, CLEVELAND, COLUMBUS, CORPUS CHRISTI, DALLAS, DAVENPORT, DENVER, DES MOINES, 
DETROIT, HOUSTON, INDIANAPOLIS, KANSAS CITY, LOS ANGELES, MILWAUKEE, MINNEAPOLIS, 
NEW ORLEANS, OKLAHOMA CITY, OMAHA, PHILADELPHIA, PHOENIX, PITTSBURGH, PORTLAND, 


ST. LOUIS, SALT LAKE CITY, SAN FRANCISCO, SEATTLE, SOUTH BEND, TAMPA, TOLEDO 
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IMPROVED LOCKSETS. A new 
process that permanently bonds a 
lubricant to moving parts is now be- 
ing applied to all Adams-Rite locks 
and latches. The compound acts as 
both a lubricant and as a protective 
surface. It can not wear off due to 
friction or temperature extremes. 
Write the Adams-Rite Manufacturing 
Co., Dept. SBS, 540 W. Chevy Chase 
Drive, Glendale 4, Calif. 


Write for P125. Use coupon page 60. 


LAWN AERATOR. The new Spike 
Dise lawn aerator and cultivator has 
an adjustable handle so that it can 
be run in either direction for the 
convenience of the user. This model 
No. 8 has eight alloy steel discs, 10” 
in diameter. Spiking width is 16”. 
Write John H. Graham and Co., Inc., 
105 Duane Street, New York 8, N. Y. 

Write for P126. Use coupon page 60. 


MULTI-PURPOSE PLIERS. A new 
P and C compound-leverage plier 
grips so tightly that a mere rubber 
band binding the handles holds a 
quarter so tightly that it can’t be 
pulled out of the jaws. Pressure is 
said to be increased 10 times that of 
hand strength. The design banishes 
strain when holding square, round, 
or tapered objects. Write the P and C 
Hand Forged Tool Co., Portland, Ore. 


Write for P127. Use coupon page 60. 


PAINT PAD. The Sashie is a new 
painting pad that eliminates scraping, 
masking, and wiping up after paint- 
ing tricky spots such as window sash, 
frames, baseboards, and moldings. It 


Jhunches 





DO YOU WANT more in- 
formation on any of these 
new products? Just mail 
the coupon on page 60 
after circling the product 
number shown with item. 











consists of a small plush pad attach- 
ed to a plastic handle that permits it 
to be drawn over the exact surface to 
be painted. A guard blade on the 
head prevents paint from smearing 
or splattering over the line. Write 
McBell Enterprises, Inc., 3309 Doug- 
las Avenue, Racine, Wis. 

Write for P128. Use coupon page 60. 


HOME WHEELBARROW. The Ohio 
Home and Garden Barrow features 
a ball-bearing wheel; three-cubic- 
foot capacity tray of 18-gauge steel; 
semi-pneumatic, puncture-proof tire, 
and aluminum-finished tubular steel 
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handles. It is said not to cut soft 
lawns. Write John H. Graham and 
Co., Inc., 105 Duane Street, New 
York 8, N. Y. 

Write for P129. Use coupon page 60. 


GARAGE DOOR PATTERN. The 
Frantz five-section overhead garage 
door has horizontal lines designed to 
enhance modern ranch-style homes. 
All hardware, except springs, are 
either zinc plated or made from gal- 
vanized steel. Several sizes available. 
Write Frantz Manufacturing Co., 
Dept. SBS, Sterling, II. 

Write for P130. Use coupon page 60. 


WATER STERILIZER. Sterilized 
water for arms and ranches is in- 
expensively obtained with the Ac- 
quafine electronic sterlizer. Operat- 
ing on 110-volt current, it handles 
up to 300 gallons of water an hour 
at a cost of about five cents a day at 
a power rate of three cents per kilo- 
watt. It has no moving parts and 
operates by using helical vanes to 
guide incoming water around a 
Westinghouse Sterilamp. Write the 
Aquafine Co., 1005 S. Sante Fe Ave- 
nue, Los Angeles 21, Calif. 

Write for P131. Use coupon page 60. 


TILE CLEANER. Miraplas wall tile 
cleaner, “Master Cleaner and Polish,” 
is now offered in new pint-size cans. 
These smaller cans are designed to 
get customers back into the store 
more often, Write the S and W 
Moulding Co., 990 Parsons Avenue, 
Columbus 6, Ohio. 

Write for P132. Use coupon page 60. 


ALL-PURPOSE VISE. The Colum- 
bian Gyro-Vise No. 72% is said to 
work equally well in an upright or 
“on its side” position. The vise jaws 
are 2%” wide and 4%” deep, with a 
maximum jaw opening of 5”. The 
jaws also are said to hold paper-thin 
objects without marring. Write the 
Columbian Vise and Manufacturing 
Co., Cleveland 4, Ohio. 

Write for P133. Use coupon page 60. 


VERSATILE FAN. The model 1252- 
1254 Lau fan is designed especially 
for swing-out casement windows. It 
is hung in front of the screen. The 
12” size and the 16” size (designated 
1652-1654) both have three speeds 
and are easily portable. Write the 
Lau Blower Co., Dept. SBS, Dayton 
7, Ohio. 

Write for P134, Use coupon page 60. 


PACKAGED FENCING. A new kind 
of decorative DeltaWood fencing now 
comes in packaged 8’ lengths, ready 
to assemble by the home-owner. 


New items dealers may find 


profitable to sell — or use 


Many styles of fences can be made 
of these pieces, which are cut from 
cedar 4-by-4s in triangular shape 
and end-trimmed to 45-degree angles 
so that they fit together snugly. Write 
DeltaWood, Inc., Dept. SBS, Tigard, 
Ore. 

Write for P135. Use coupon page 60. 


BUTT MARKER. A new Stanley butt 
marker has three cutting edges. De- 
signed to cut perfect mortises in less 
time, it is made in three sizes for 


standard butts. Markers are indi- 
vidually packed in a handy red plas- 
tic carrying case. Write Stanley 
Tools, Dept. SBS, New Britain, Conn. 

Write for P136. Use coupon page 60. 


DOUBLE-GLASS WINDOW. A new 
all-weather, modular unit window, 
called Modernaire, is said to permit 
the builder to use Thermopane in- 
sulating glass as economically as 
ordinary windows with storm sash. 
This ventilating unit comes with a 
roll-away bronze screen. Its weather- 
stripping of natural rubber is coated 
with neoprene and reinforced with 
spring steel. Write to Builders Prod- 
ucts, Inc., Dept. SBS, Box 374, Sta- 
tion D, Cleveland 27, Ohio. 

Write for P137. Use coupon page 60. 


SPEEDY CAULKING. The new 
CG-4 Speed Loader is a light-weight 
caulking gun with a removable noz- 
zle that permits using Nu-Calk com- 
pound that comes in_ speed-load 
tubes. It also can use standard loads 
of other caulking brands. Write the 
Macklanburg-Duncan Co., Dept. SBS, 
Box 1197, Oklahoma City, Okla. 
Write for P138. Use coupon page 60. 


CUTS STEEL STRAP. A new strap 
cutter, weighing less than 1 pound 
and balanced to fit the hand, will 
easily and quickly cut steel strapping 
up to and including %” x .035”. 
Spring tension holds the blades apart 
for ready use. Write A. J. Gerrard 
and Co., Dept. SBS, 1950 Hawthorne 
Avenue, Melrose Park, III. 

Write for P139. Use coupon page 60. 
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=dealer NEWS 


TENNESSEE 


SAVANNAH: Wilbert Williams re- 
cently announced the opening of a 
new firm here, the Pickwick Lumber 
Co. It is located off Highway 69. 


MARYVILLE: The three Sexton 
brothers, who own and operate the 
City Lumber Co. in Knoxville and 
the Clinton Lumber Co., have bought 
the Parkview Lumber Co. here from 
W. W. Grubb, contractor. The firm 
name is now the Park Lumber Co. 


OKLAHOMA 


HEAVENER: Dave Gore and W. B. 
Kolb have leased the Addison Lum- 
ber Co. and are operating it in con- 
junction with their Heavener Build- 
ers Supply firm. 


ADA: One of Ada’s oldest busi- 
nesses, the Wilson Lumber Co., has 
been sold to Yacob Mauch. He has 
been manager for the last five years. 
The firm was owned by Keith Wil- 


son of Independence, Mo., grandso! 
of the founder. 


MUSKOGEE: Roy Lane, manag: 
of the Lane-Morse Lumber Co., ha 
been named campaign manager fo 
a $2,000,000 flowline bond issue, t 
carry city water from the Fort Gil 
son Dam. 

SHAWNEE: The McKee Lumb« 
Co. has a large, new clear-spa! 
brick-and-steel building to house it 
offices, showroom, and stocks. Ralph 
McKee’s lumber yard was complete! 
destroyed by fire last September 


WELEETKA: D. D. Malone, Ome: 
Curry, and George Shultz—all of 
Okemah—have bought the Jack Bel! 
Lumber Co. The name has been 
changed to the Weleetka Lumber Co 
Thurman Moore is manager. 


ANADARKO: The Harry Brow: 
Lumber Co. has added a plumbing 
department. Ralph Jameson, a li 
censed master plumber, and David 
Blalock have joined the lumber firn 
to make all installations. 


DUNCAN: The R. B. Spencer and 


Co. lumber firm plans a new yard 
on a 130’x300’ site at Main and north 
Sixth St. It has occupied the Ninth 
Street and Willow Street location 

nce 1905, when Ed Kendrick went 
into partnership with R. B. Spencer 
Neel Adams, present manager, has 
been with the firm since 1928 


KANSAS 


LYONS: The Taylor Lumber Co, 
marked the celebration of its 69th 
year in the lumber business here by 
the formal opening on March 1 of its 
remodeled lumber yard. Manager 
Arthur L. Adams and his staff were 
busy all day greeting customers and 
new friends, serving refreshments, 
and passing out door prizes. The 
Taylor Lumber Co. operates another 
modern yard in Alden, Kan. 


NATOMA: A large warehouse is 
under construction for use as a dis- 
tribution point for the eight Mack- 
Welling Lumber Co. yards in this 
area. Located on a railroad, the cor- 
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rugated metal building will hold 
about four carloads of merchandise. 


SALINA: New manager of the 
Salina Lumber Co. is Fred E. Wilbur. 
He succeeded Charles Adams, who 
is now with the Larson Lumber Co. 
Wilbur transferred from Maryville 
and has been in the lumber business 
for 25 years. 


SOLOMON: Fred Harbaugh is new 
manager of the Leidigh and Havens 
Lumber Co. yard here. He was trans- 
ferred from Salina. 


WINONA: W. L. Jackson and his 
wife have retired after 57 years in 
the lumber business. His father, J. R. 


Jackson, was manager of the Chicago 
Lumber and Coal Co. in Winona 
from 1897 until the younger Jackson 
took over in 1916. “Walt and Lucy” 
Jackson have managed the Golden 
Belt Lumber Co. for 27 years. 


RUSSELL: Marvin Steinert, for- 
mer manager of the Independent 
Lumber Co., has joined the Russell 
Lumber Co. 

STAFFORD: G. G. (Guy) Walker 
has retired from active business after 
45 years as manager of the Home 
Lumber and Supply Co. He recalls 
that, during his early apprenticeship, 
he stacked 27 carloads of lumber 
without help in one month. The firm 























Formed under terrific pressures, Dickey Clay Pipe pro- 
vides greater density, strength and lasting protection. 











How Dickey builds extra years of use 
into your customers’ sewers 


Dickey offers your customers a 50-year guarantee against the real 
enemies of sewer pipe...against acids, gases, industrial wastes, 
alkalis, and similar wreckers of sewer lines. Such a guarantee is 
possible for two reasons: First, Dickey Pipe, being made of clay, 
cannot be harmed by chemical action. Like your coffee cup, it’s 
unaffected by its content. Second, Dickey’s advanced technology 
produces a denser, harder, and stronger pipe which is entirely 


wear-proof. Sell Dickey. 


If it’s made of clay it’s good...if it’s made by Dickey it’s better 


Dickey Sanitary 


| 


ALWAYS IN DEMAND 


|Salt-Glazed Clay Pipe 


W. S. DICKEY 
CLAY MFG. CO. 


Birmingham, Ala., Chattanooga, Tenn., 
Kansos City, Mo., Meridian, Miss., 
San Antonio, Tex., 


Texarkana, Tex.-Ark, 





recently presented him a gold watch 
in appreciation of his half a century 
in the lumber business. New man- 
ager of the Home Lumber firm is Bob 
Koch, formerly of Greensburg. 


ULYSSES: Clyde (Junior) Gray- 
son is now assistant manager of the 
Long-Bell Lumber Co. here. He has 
been with Long-Bell since his grad- 
uation from high school in 1952. 


OSAWATOMIE: W. H. (Hack) 
Henderson has returned to the Lei- 
digh and Havens Lumber Co. as man- 
ager after trying farming for awhile. 
Homer Quisenberry, who managed 
the firm during Henderson’s absence, 
was transferred to Junction City as 
manager. 


MISSISSIPPI 


JACKSON: Woodson K. Jones is 
now associated with the Bailey Lum- 
ber Co. as a salesman. He has had 
more than 15 years’ experience in 
the building materials business... . 
John M. Divine has joined the sales 
staff of the Harrell Building Supply 
Co. Previously he was general man- 
ager of another Jackson lumber yard. 


CANTON: R. L. Nolan has retired 
from active business and has sold 
the Nolan Lumber Co., which he had 
operated here since 1935. The new 
owners are Evelyn Mansell and her 
brother, A. B. Mansell Jr. The name 
has been changed to the Mansell 
Lumber Co. 


HATTIESBURG: The Farris Lum- 
ber Co. has discontinued part of its 
operations and is now operating only 
its mill at Morton, Miss. The ma- 
chinery has been sold to various 
firms. The buildings and property 
were sold to L. P. Warren, who sells 
used building materials. 


ALABAMA 


MOBILE: An early morning fire 
recently destroyed the Marbury 
Lumber Co. The intense heat broke 
windows in five business firms across 
the street. 


MISSOURI 


GREGGTON: Roger Canty, of the 
Carrell Lumber Co., was elected 
president of the Highway Lake Assn. 
at a recent stockholders meeting. 


ST. LOUIS: The Hill-Behan Lum- 
ber Co. has opened its 11th retail 
yard and building supply store in the 
St. Louis area, on Brown road near 
the airport. The Hill-Behan name is 
spelled out in 40’ letters across the 
top of a lumber shed. 


INDEPENDENCE: The _ Badger 
Lumber Co. held a grand opening in 
its newly-remodeled store and office. 
The display area has been increased 
by 25 per cent and new lighting 
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fixtures have been added. Over $200 
in door prizes were awarded. Martin 
Carlson is manager. ... The Wilson 
Lumber Co. has a new front of cor- 
rugated asbestos and 14’-wide win- 
dows. Various kinds of woods have 
been applied to the display room and 
office. Keith Wilson, principal owner, 
is the fourth generation of Wilsons 
in the lumber business. 

FESTUS: The Hiway Lumber Co. 
soon will have a 20’x200’ addition to 
be used for storage space. Al Baum- 
stark is manager of the yard. 


SAVANNAH: The new Hall Lum- 
ber Co. recently opened, with a new 
lumber shed and sales office. The 
Hall operation has served Barnard, 
Maitland, and Skidmore communities 
for eight years. 

IRONTON: The Iron County Lum- 
ber Company’s store building is be- 
ing remodeled and enlarged. 


SEDALIA: Paul Schroeder has 
moved here from Junction City, 
Kan., to manage the Home Lumber 
Co. He succeeded Harold Seaberg, 
who is on leave of absence for his 
health. 


KANSAS CITY: Whitney Harri- 
man, who for two decades has head- 
ed a demolition firm, reversed his 
activities for once and built a build- 
ing. It houses his new Bargain Spot 
Lumber Co., on Highway 71. 


GEORGIA 


TIFTON: A. H. Drigger, forme: 
with the Columbia (S. C.) Lumbe! 
and Manufacturing Co., is manag 
of the newest lumber yard here—th« 
Builders Supply Co. Owned by And 
Garrison, it recently suffered a $2,00( 
fire loss when the boiler room a! 
shavings house burned. 


MACON: W. O. McNair retired last 
month as chairman of the adviso1 
board of the Macon Salvation Arn 
after more than 20 years of servic 
Largely due to his efforts, the Army 
office building was constructed a1! 
dedicated in 1949 as a memorial 
veterans of World Wars I and II 
McNair heads the McNair Lumbe 
and Supply Co. and is president of 
the Building Material Merchants « 
Georgia. 


CRYSTAL SPRINGS: S. I. Stor: 
his family, and their lumber interest 
were the subject of one of a seri 
of features in a Rome newspape! 
about Floyd county industries. It tel 
how the old cotton gin and simple 
sawmill Storey and his wife added 
to their farm 34 years ago has grow! 
to extensive manufacturing and me! 
chandising of lumber. Their truck 
now carry lumber to all parts of 
Georgia and Tennessee. One son 
Bernard, is in charge of sales and 
purchases, The other son, Harold, i 


an officer in the Rome Builders Sup- 
ply Co., in which the Storey family 
owns an interest. 


AUGUSTA: The Woodward Lum- 
ber Co. recently held “open house” 
to introduce to customers its “Home- 
Owners’ One-Stop Service.” Several 
manufacturers sent representatives 
for the occasion to discuss building 
problems with customers. The new 
Woodward feature permits customers 
easily to find everything necessary 
for any building need. 


TEXAS 


ZAPATA: The Herring-Price Lum- 
ber Co., with headquarters in Laredo, 
has a new yard in Zapata. Alonao 
Uribe, the manager, reports that 
business already is good. The old 
town of Zapata, one of the oldest in 
the state, is being moved to a new 
higher site so that the old area can 
be covered by a new lake formed by 
construction of the Falcon Dam. 

CUERO: Oscar and Caesar Adickes, 
owners of the Adickes Building Sup- 
ply Co., have a new warehouse, pri- 
vate offices, and display room. 

DALLAS: Samson Weiner, lumber 
company executive, is the new presi- 
dent of the Dallas Community Chest’s 
Big Brothers agency. This group of 
men offers guidance and friendship 
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STEEL WINDOWS HAVE THE 
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for HOPE'S Steel Windows in this 
home. For both the Builder and 
Owner they add value far beyond 
their cost. More and more, buyers 
of such homes measure the total 
value and quality of the building 
by the use of steel windows. Use 
HOPE'S and sell your small homes 
quicker. Write for Bulletin 102N. 


HOPES 


ISIS 


STRENGTH AND RIGIDITY THAT NO OTHER WINDOW CAN MATCH 





Residence of Frank L. W 


kman, near Bemus Point, N. Y 


HOPE’S WINDOWS, INC., Jamestown, N. Y. 


THE FINEST BUILDINGS THROUGHOUT THE WORLD ARE FITTED WITH HOPE’S WINDOWS 
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to boys without a father in their 
homes. Weiner was one of the found- 
ers of the delinquency section of the 
Council of Social Agencies. He is 
past-president of the Park Cities 
Rotary Club and the Temple Emanu- 
El Brotherhood. ... Lee Elliott, of 
the Lee Elliott Building Material Co., 
recently bought the J. T. Elliott 
Lumber Co. in Dallas. A modern 
office building is planned for this site. 

. . The Dallas North Lumber Co. 
has moved into new quarters at 4637 
Greenville. The building has a spa- 
cious showroom on the first floor and 
offices on the second floor. A large 
yard has been cleared for lumber in 
the rear. 


PARIS: A group of Paris business- 
men have formed a new investment 
and trust firm, Southwestern Inves- 
tors, Inc., to offer investments to 
Texans. Board Chairman Jerome K. 
Crossman is a Dallas attorney and 
president of the Lyon-Gray Lumber 
Co. 

CISCO: Welborn Garrett has open- 
ed the Garrett Lumber and Supply, 
a new business on East 20th Street. 
The firm includes showrooms, a cab- 
inet shop, and millwork shop in 
which Garrett will make a redwood 
awning window that has proved 
popular in this area. 


LUBBOCK: During the _ recent 





Coppo is Safe! 


does not require 


“Special Handling”’ 


Not a “Caution” in a Carload of Coppo 


It’s easier to sell a safe preserva- 
tive to your trade. With attractive 
merchandising like COPPO’s Up- 
Front-Salesmaker, it’s easier to sell 
preservative period. 

Make sure your customers get a 


And by golly, we’re not Tobacco 
Men or Medicine Men. We're Pre- 
servative Men! 

The only “treats” or “treatments” 
we give are the SAFE treatments of 
wood, rope and canvas with COPPO. 
Your customers don’t have to dress 
like men-from-Mars to use COPPO 

they can just leave off the 
safety equipment—but not so with 
ordinary preservatives. Suppose you 
check some of those caution-loaded 
labels. 


safe TREAT (with COPPO) in- 
stead of a TREATMENT (from 
highly toxic preservative). Your job- 
ber has COPPO—better order a 
stock now! 

Now available in water repellent, 
COPPO CLEAR. 


All gallons packaged 
in the attractive 
Up-Front Salesmaker 
Display. 


Write us for additional information and nearest jobber now! 


The Coppo Company, Inc. 


2342 $. Lauderdale « Memphis, Tenn. 





March of Dimes campaign in Lub- 
bock county, Roland and Rhyne 
Simpson, of the Avinger Lumber 
Co., donated the biggest piece of 
merchandise to be auctioned off — a 
ready-built residence valued at $2,- 
800. 


DENTON: R. Glenn Nicholson 
will manage the Foxworth-Galbraith 
Lumber Co. He started his career in 
the lumber business in Allen and 
moved to Denton in 1950. 


NORTH CAROLINA 


SPRING HOPE: An editorial in 
the Spring Hope newspaper recently 
paid tribute to the Boy Scout work 
done here. The Montgomery Lumber 
Company’s part in this activity con- 
sisted of equipping a Scout cabin 
and maintaining it. 

STATESVILLE: The Sherrill Lum- 
ber Co. recently installed a Woodlife 
tank to provide this community with 
treated lumber. The firm also offers 
treated doors and windows. 


ARKANSAS 


RECTOR: J. (Shorty) Barker has 
sold his Barker Lumber Co. to the 
Cox Lumber and Planing Mill Co. 
of Pigott. Barker, who operated a 
sawmill from 1926 to 1945, opened 
his own lumber business in 1937. 


DES ARC: John Jones is new man- 
ager of the building material de- 
partment of the Des Arc Lumber Co. 
He has been with the Vaccaro-Grob- 
myer Lumber Co. in Forest City for 
eight years. 


LOUISIANA 


NEW ORLEANS: Mike Wild is 
now a Sales representative for Lum- 
ber Products, Inc. He had been con- 
nected with the Madison Lumber Co. 
for 30 years. 


ALEXANDRIA: J. N. Lewis, build- 
ing supply dealer here, has been 
named acting postmaster of Alexan- 
dria. 


KENTUCKY 


ERLANGER: R. C. McNay, presi- 
dent of the Boone-Kenton Lumber 
Co. in Erlanger and owner of the 
R. C. McNay Lumber Co. in Critten- 
den has been elected president of the 
Blue Grass Life Insurance Co. He 
is a director of the First Federal 
Savings and Loan Assn. in Coving- 
ton. 

SOMERSET: Ira W. Yeary is new 
president of the Somerset Chamber 
of Commerce. He is owner and man- 
ager of the City Lumber Co. 


WALTON: Claude D. Thompson is 
new assistant manager of the Walton 
Lumber Co. He has been with the 
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Scheller Lumber Co. in Paris, serving 
as assistant manager for several 
years. 


MANCHESTER: The Manchester 
Lumber Co. recently purchased the 
Clay County Grocery Corp. building 
for about $20,000. The lumber firm 
will occupy this building after it is 
remodeled. Owners of the Man- 
chester lumber firm are G. G. Bur- 
chell, his wife, and Robert Burchell. 


ASHLAND: Five Ashland lumber 
companies have contributed lumber 
for the remodeling of a building for 
a civic and youth center. Those 
donating the material were the Ash- 
land Lumber Co., Eli Williams Lum- 
ber Co., Patton Lumber, Stevens 
Lumber Co., and Carolina Lumber 
Co. 


OBITUARIES 


LUTHER TRAVIS SMITH, 70, owner 
of the Travis Smith Lumber Co. in 
Nashville, Tenn., died in February. 
He started his career in the law office 
of his father in Jamestown and later 
was associated with the Bank of 
Jamestown. He owned and operated 
mills in various parts of Tennessee. 
He leaves a wife, four daughters, and 
two sons. 


BARNEY WILLIAMS ROBERTS, 40, 
lumber dealer of Norton, Va., drown- 
ed in Guest river on February 23. He 
and a cousin were involved in a 
minor auto accident in which neither 
was injured. When his cousin re- 
turned with help to get the car back 
on the road, Roberts was found in 
the river about 300 feet from the 
car. 


OLIVER ANTHONY, 75, lumberman 
and farmer of the Hopeville, Ark., 
area, died of pneumonia in February. 
He and his brother, Garland An- 
thony, had acquired extensive hold- 
ings in lumber and land over a 45- 
year period. He owned an interest in 
the Anthony Brothers Lumber Co., 
Bearden Lumber Co., Williams Lum- 
ber Co. at Cleveland, Tex., and Key- 
stone Lumber Co. at Camden. He 
leaves a wife, son, and two daughters. 


HENRY EVANS, 68, president of the 
Evans Lumber Co. in Grayson, Ky., 
died recently in Lake Wales, Fla., 
on a vacation. He was vice-president 
of the First National Bank of Gray- 
son. 


BROR GUSTAV DAHLBERG, 73, 
former president and retired chair- 
man of the board of the Celotex 
Corp., died February 20 of a heart 
attack at his home in Miami Beach, 
Fla. Born in Sweden, he came to 
America when he was 10 years old 
and started his career as an elevator 
operator. In 1916 he became vice- 
president of a paper manufacturing 


firm, and in 1921 he organized the 
Celotex Corp. He leaves a wife 
daughter, and son. 

ROBERT W. COLE, 75, founder of 
the Mutual Lumber Co. in Louisville 

Ky., in 1918, died recently after an 
extensive illness. He had retired to 
his farm at Pekin, Ind. Survivors in 
clude his wife, daughter, and son. 

E. L. (MOON) MULLINS, assistant 
manager of the Gateway Lumber Co 
in Fort Worth, Tex., died recentl) 
a few hours after becoming ill. He 
is survived by his wife and parent 

JAMES M. BROWN, 68, pionee: 
lumberman of the Pacific Northwest 
and nationally-known for his year 


of work in lumber industry organ- 
izations, passed away at Spokane, 
Wash. During World War II he 
erved continuously on the lumber 
livision of the War Production 
Board. He is past-president of the 
Western Pine Assn., was a director 
f the National Lumber Manufac- 
turers Assn., and was one of the 
original trustees of the American 
Forest Products Industries. He was a 
past snark of Hoo-Hoo International. 
He leaves a wife; three daughters; 
and two sons, L. V. Brown, president 
of the Northwest Timber Co. at 
Gibbs, Idaho, and J. M. Brown Jr., 
president of the Pack River Lumber 
Co. at Sandpoint, Idaho. 








Serving 
Builders 


Window 


complete 
Writs 


Equipped With 


Monarch Metal Weatherstrip 


A You perform an appreciated 

and profitable service for your builder customers 
when you sell them Complete Window Units, 
precision-assembled by the mill or millwork 


jobber: 


* They prevent the waste of expensive ma- 


terials 


¢ They eliminate time-wasting on-site 


assembly 


*¢ They make it easier to meet tight 


completion dates 


¢ They assure a better, sounder, 
more accurate jol 


By promoting the use of 


Published in the interest of 
better and more economical 
building construction. 


Complete Window Units. 
you also increase your 
sales-dollar volume 


as well as 


material handling 
and inventory 
investment 


reduce 


Wonatch. 
METAL WEATHERSTRIP CORP. 
6343 ETZEL AVE., ST. LOUIS 14, MO. 


BUY THEM FROM YOUR SASH & DOOR JOBBER 
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DO-IT-YOURSELF 


REPLACEMENT 


SASH BALANCES 


Guaranteed ! 


Easy to Install ! 


MARKET-TESTED! 


Do-it-yourself kit makes it easy for 
anyone to replace worn or broken 
sash cords in minutes. You don’t have 
to remove the window. Nothing to do 
but take out the old pulley and 
replace it with Lifetime Balance. 
Householders, landlords, handyman- 
carpenters buying by hundreds in 
test stores. Display unit sells for you. 
Your jobber has it, or for full de- 
tails, write: 


ULM 


MANUFACTURING CORPORATION 
325 HOLLENBECK STREET 
ROCHESTER 21, NEW YORK 





Foolproof! 
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BINSWANGER UNVEILS DELUXE WINDOW UNIT 


Among the highlights of the Eastern division sales meeting of Binswanger 
and Co., at the Hotel Jefferson in Richmond, Va., February 25-27, was the 
unveiling of this fabricating jobber’s new “Thermo Air-Seal” window unit. 
An Indian motif prevailed at “Binswanger’s Product Pow-Wow.” hence the 
Indian braves and princess. “Sellum Chief” Joe Nadler detailed the many 
advantages of this unit to the assembled salesmen. It is glazed with Thermo- 
pane, double insulating glass, which eliminates the need of storm sash and 
simplifies cleaning. The window is recommended for air conditioned homes 
because it reduces operating costs. 


Head S. E. Dealer Group 


At a recent meeting of the South- 
eastern Lumbermen’s Club, T. B. 
King was elected president. He heads 
the T. B. King Lumber Co. in Au- 
gusta, Ga. 

New vice-president is E. C. Speeg, 
Macon, Ga., and re-elected secretary- 
treasurer is Ethalind McCarthy, 
Jacksonville, Fla. 

Directors include Nolen B. Rey- 
nolds, Montgomery, Ala.; Sam Hous- 
ton, Atlanta, Ga.; L. U. West, Apa- 
lachicola, Fla.; Peter G. Bruce, 
Greensboro, N. C.; Grant Reynolds, 
Atlanta, and N. D. Sappenfield, Mont- 
gomery. 


Distributors to Hold 
Idea Exchange Clinic 


The spring meeting of the National 
Building Material Distributors Assn. 
will open May 3 with a business 
session and a “Brass Tack Idea-Ex- 
change Clinic.” This clinic will re- 
view current distributor conditions 
throughout the country, featuring 
F. M. Tomlinson and C. Lawrence 
Fenner as co-moderators. The two- 
day meeting will be held at the Hotel 
Statler in Washington. 

The second day will feature out- 
standing representatives from the 
government, manufacturers, and re- 
tailers of building materials. M. C. 








AVAILABLE AT 
ALL TIMES 


KILN DRIED 
CABINET 
WOODS 


Walnut, Cherry, 
Mahogany, Rift 
Oak. 


See complete list below. 


Any quantity up to carload 
lots. Immediate delivery or 
pick-up. Walnut, Cherry, Red 
and White Oak, Mahogany, 
Northern Birch, White Ash, 
Hard Maple, Poplar, Bass- 
wood, Prima Vera, Idaho 
White Pine, Red Gum, Cypress. 


CHESTER B. STEM, INC. 


657 Grant Line Road 
New Albany, Ind. 
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Fairfield, Insulite sales manager for 
the Minnesota and Ontario Paper Co., 
will speak on “What Kind of Selling 
Job Does a Manufacturer Expect of 
the Wholesaler.” 

Three manufacturers representa- 
tives and three building material 
distributors will hold a panel dis- 
cussion on “Meeting the Challenge 
of Stiffening Competition and Dimin- 
ishing Profits With Better Selling.” 


STRICTLY 
wholesale 


CHARLOTTE, N. C.: The C. W. 
Kirkland Co., lathing and plastering 
firm, held a formal opening of its 
new headquarters on Morehead 
Street, February 20. The plant covers 
two acres. C. W. Kirkland is presi- 
dent and treasurer; Frank Kirkland, 
vice-president; R. S. Clodfelter, vice- 
president, and Mrs. Virginia Payne, 
secretary. Their Kirkland Steel Co. 
has been appointed distributor and 


HEADS CENTRAL SALES 


fabricator in the Carolinas for the 
Lightsteel line of structural steel 
members. 


ROANOKE, VA.: The Baltimore 
Paint and Color Works has appointed 
the Virginia Building Supply Co. dis 
tributor for Gleem and Wall Fix 
paints. 


ATLANTA, GA.: James B. Hewell 
has been placed in charge of the 
window department of Maxwell and 
Hitchcock, local building material 
wholesalers. He was promoted from 
assistant manager of the window di 
vision. 

DENNISON, TEX.: Leo Spillman 
has resigned as secretary-treasure! 


of the Lingo-Leeper Lumber Co. to 
become an independent wholesale 
and commission salesman, handling 
forest products. From his office in 
the State National Bank, Spillman 
will serve an area reaching north of 
Durant, west to Wichita Falls, south 
to Sacahachie, and east to Paris. 


TULSA, OKLA.: Oil Capital Lum- 
ber, Inc., has filed a bankruptcy peti- 
tion. The firm formerly was operated 
as Ed Krebs Lumber Sales, Inc. 


ATLANTA, GA.: The Plywood 
Supply Co. is now distributor in 
Georgia for Panelyte, decorative 
plastic surfacing made by the St. 
Regis Paper Co. 





The ational Trend 
in Home Building.. 


- « * has been to make window fitting a faster, less-costly 
operation—and to make a better-looking job of it 


to boot. 


Builders who use National Window Units in every 
wall opening get that kind of job: faster, less costly, 


better looking. No wonder the trend is 


to National Window 


Units. 


unit? 


Each National Window Unit arrives 
on the job complete in one package 
for one single delivery, ready to be 
slipped into the rough wall opening. 
Glazed sash, Spiral Balances and 
weatherstripping are all in place in 
the frame. With National Window 
Units, window fitting is the quickest, 
easiest part of the carpenter’s job, 
Clark E. McDonald is now vice-presi- not the slowest, hardest. 
dent of Central Woodwork, Inc., 
Memphis, Tenn., jobbers of sash, 
doors, and stock millwork. Besides 
managing sales promotion and ad- 
vertising for Cenwood, as he has 
done for a year, he will supervise 
sales and dealer relations. He former- 
ly was secretary of the Southern Sash 
and Door Jobbers Assn. and of the 
American Wood Window Institute. 
He is a Harvard business administra- 
tion graduate and secretary-treasurer 
of the Memphis Hoo-Hoo Club. 


NATIONAL Order from 


your jobber, 
or write us 
for his address. 


NATIONAL WOODWORKS 
WOODWORKS Box 5416 Birmingham 7, Ala. 
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TILE CUTTERS 


Tools of quality for quality 
workmanship. Each J.M.J. cutter 
is expertly and exactingly de- 
signed for the types of tile 
designated, 


gg IE 
koe 


MODEL WFT- 2 


cuts wood and 
resilient floor tile 


MODEL MPT-1 


cuts and 
bevels 
metal 


wall tile 
up to 5° x 5” sq. 
and diag. 





MODEL FT-1 


PAT. No. 


cuts all poetess 


resilient floor tile 
9” x 9" sq. and diag, 
12” x 12" sq. 
MODEL PT-9) 
cuts 
plastic 
wall 
tile 
including 84%" 
BLADE RESHARPENING SERVICE 
DEALER RENTAL 
PROGRAM AVAILABLE 
WRITE FOR LITERATURE AND 
NEAREST DISTRIBUTOR TODAY. 


J.M.J. INDUSTRIES 


Engineers «Manufacturers 


228 CENTREVILLE AVENUE 
BELLEVILLE, ILLINOIS 





WHOLESALERS AIM FOR IMPROVED DISTRIBUTION 
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These seven men were chosen at the Dallas convention of the National Assn. 

of Commission Lumber Salesmen last month to lead that body for the 

ensuing year. Seated from left are Myron A. Gore, first vice-president; James 

Grant Jr., new president; Ben C. Varner, retiring president; “Al” Slaughter, 

second v.p. Standing are John D. Julian, treasurer; George Mueth, third 
v.p., and Secretary-Manager G. R. Gloor. 


WINS SALES TROPHY 


IVAN E. OMER, right, was the first 
salesman in the Baltimore area to be 
presented the “Distinguished Service 
Award” of the National Sales Exec- 
utives. He won it for being the out- 
standing salesman in 1953 of the 
Harbor Sales Co., building material 
wholesalers. 

With him is D. K. Covington, Har- 
bor president, who declared in mak- 
ing the presentation at the annual 
sales meeting: “Omer represents 
salesmanship to us all, because he 
has been, for years, the leader of 
salesmen in his actions, his thoughts, 
and his performance.” 


“HOW TO Improve Distribution of 
Forest Products” was the central 
theme for the 29th annual convention 
of the National Assn. of Commission 
Lumber Salesmen in Dallas, Texas, 
March 1-3, but the seven speakers 
in the open business session dealt 
largely with means of improving the 
salesman’s technique and _ service, 
thus oiling one of the most important 
gears in distribution. 

President Ben Varner led off with 
a welcoming address. He was fol- 
lowed by a manufacturer, who is 
president of two associations; a 
wholesaler, who is president of 
wholesalers nationally; a retaiier, a 
lumber manufacturer’s executive, 
and two executives of trade associa- 
tions. 

Registration was 210 and most of 
those attended the one general ses- 
sion. The first and third days were 
largely devoted to executive business 
meetings. 

The annual election replaced Presi- 
dent Varner with James Grant, Jr., 
of Williamsville, N. Y., who moved 
up from first vice-president. Myron 
A. Gore, of Minneapolis, was ad- 
vanced from second to first vice- 
president. E. R. (Al) Slaughter, of 
Dallas, and George Mueth, of St. 
Louis, were elected second and third 
vice-president respectively. John D. 
Julian, of Chicago, was re-elected 
treasurer. G. R. Gloor, with head- 
quarters in St. Louis, is secretary- 
manager. 

President Varner told his associ- 
ates: “Let us present a united front of 
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commission lumber salesmen, believ- 
ing individually and collectively that 
we are the cog in the proper distribu- 
tion of forest products—and not only 
believing — but doing something 
about our part of the big wheel.” 

J. R. Bemis, president of the Na- 
tional Lumber Manufacturers Assn., 
who also is president of the Southern 
Pine Assn. and head of the Ozan 
Lumber Co. in Prescott, Ark., con- 
cluded that for correction of some of 
its ills the industry needs a better 
product at less cost with dependable 
quality and delivery on time, so that 
the public gets what it expects. 

Bemis said that a survey by the 
national association, to discover 
means of retaining present markets 
and regaining lost ones, showed pro- 
posed home improvements in this 
order by popularity: remodel kitchen, 
add garage, remodel bath, build a 
breezeway or porch, put on a new 
floor or new roof. 

Roy M. Janin, of the company by 
that name in Portland, Ore., and 
president of the National-American 
Wholesale Lumber Assn., defended 
the middle-man and listed some 
shortcomings of salesmen as revealed 
by a survey. He emphasized the vast 
number of people involved in distri- 
bution, from sorting to delivery, yet 
recalled that “some learned professor 
or writer” was always concluding 
that anyone connected with the in- 
dustry is a parasite. 

W. B. Henderson, president of the 
Central Building Products Co. and 
the Chickasaw Lumber Co., both of 
Fort Worth, Texas, and past-presi- 
dent of the Lumbermen’s Assn. of 
Texas, pointed out that the modern 
yard deals in many other products in 
addition to wood items. 

John Reno, utilization director of 
the Pacific Lumber Co., with offices 
in Chicago, said that he does not 
claim to be the best informed man 
on redwood in the nation, but that 
some of his customers think he is 
and that he encourages that belief. 
But when someone wants informa- 
tion Reno gives that information. 

Virgil G. Peterson, secretary-man- 
ager of the Red Cedar Shingle 
Bureau, of Seattle, discussed the 
stigma he said seemed to have be- 
come attached to the middle-man, 
but said the final and conclusive 
answer is that the middle-man is 
here. 

Henry H. Willins, secretary-treas- 
urer of the National Oak Flooring 
Manufacturers Assn., reported that 
1953 was the second largest volume 
year in history for oak flooring, but 
was poor in profit. 

President Varner surrendered the 
rostrum to A. T. Brink, of Kansas 
City, who summarized the addresses 
heard by the convention, then took 
charge as moderator of a panel, con- 
sisting of all who had appeared as 
speakers. For 75 minutes the panel 
was plied with questions from the 
floor, some of these provoking much 
animated and informative discussion. 


23. manufacturers NEWS 


RICHMOND, VA.: Lock Vent, Inc., 
has appointed Advertising Associ 
ates, Inc., to handle its increased pro 
motional and advertising campaign 
The company makes aluminum and 
plastic glass permanent awnings. 


WARREN, OHIO: Sales Manage! 
M. L. Ondo has announced promo 
tions in the Youngstown Kitchens 
sales staff of the Mullins Manufac- 
turing Corp. R. J. Julian, formerly 
regional manager at Charlotte, N. C., 


is now assistant manager of dealer 
sales here. Robert B. Alexander is 
the new regional sales manager in 
Richmond, Va. Quintan B. LeMonte 
is builder manager in the Midwest. 


WILMINGTON, DEL.: At its local 
factory, the Kragor Corp. of Allen- 
town, Pa., is now producing Softone 
acoustical plaster and Atoz insulat- 
ing plaster, under exclusive license 
from John Guy Britton, patentee. 
30th materials are said to be incom- 
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GENERAL PRODUCTS, INC. 


24th and Nicholson Houston 8, Texas 








bustible and self-adhering without 
mechanical bonding aids. 


BIRMINGHAM, ALA.: Charles 
Rexford is now new regional sales 
manager for the Whirlpool Corp. in 
the Southeast. He came from the 
Ohio-West Virginia territory, which 
is now managed by Paul Werth, who 
formerly served in Kentucky and 
Tennessee. 


PITTSBURGH, PA.: David G. Hill 
has been elected a director of the 
Pittsburgh Plate Glass Co. to succeed 
Emmet D. Griffin, former head of the 
paint division. Hill is vice-president 
in charge of glass manufacturing for 
the firm, which recently purchased 
the fiber-glass division of the Tilo 
Roofing Co., Inc., at Hicksville, Long 
Island, N. Y. 


ANAHEIM, CALIF.: Opening of a 
new 35,000-square-foot building by 
Kwikset Locks, Inc., last month sub- 
stantially increased the manufactur- 
ing facilities for the “400” and “600” 
lines of Kwikset locksets and other 
products. 


WATERFORD, N. Y.: Dr. Edward 
A. Kern is the engineering manager 
for the silicone products department 
of the General Electric Co. here. He 
has been engaged since 1942 in lab- 
oratory research at GE’s transformer 
division in Pittsfield, Mass., where he 
was manager of the materials and 


processes laboratory before his new 
appointment. 


RICHMOND, VA.: Columbia Mills, 
Inc., has established a new fabricat- 
ing warehouse branch at 1611 Alta- 
mont Street here. Dealers. will 
be supplied Columbia-matic tension 
screens from this factory. 


ATLANTA, GA.: New Southeast- 
ern regional acoustical representative 
for the National Gypsum Co. offices 
here is John B. Garland. He for- 
merly was a partner in the Garland 
Lumber Co. in Lakeland, Fla. 


LOUISVILLE, KY.: To centralize 
its manufacture and warehousing of 
furniture, the Mengel Co. is remodel- 
ing and enlarging its plant at Fourth 
and Colorado streets here, in a $700,- 
000 expansion project. Manufacture 
of Mengel doors is to be moved to 
Menge! factories in Laurel, Miss., and 
elsewhere in the South — close to 
sources of raw wood products used. 


NASHVILLE, TENN.: Ben €E. 
Vaught is new sales representative 
in middle Tennessee and adjacent 
Kentucky for the Ruberoid Co. A 
native of Watertown, Tenn., Vaught 
previously was a senior salesman for 
the Ragland Brothers Co. in Chatta- 
nooga. 


SPARTA, GA.: A. L. Reynolds has 
purchased the interests of R. C. Jack- 





Gibson Heads Woodwork 
Group’s ‘54 Program 


L. L. Gibson, millwork sales man- 
ager for the Long-Bell Lumber Co., 
Kansas City, will serve as president 
of the National Woodwork Manufac- 
turers Assn. this year as it under- 
takes a five-point service program: 

1. Completion of standards—with 
tests—for hollow-core doors. 

2. Revision of standard door guar- 
antee and instructions for the proper 
care and finishing of woodwork. 

3. Sound test for doors. 

4. Revision of test method for 
water-repellent preservative treating 
solutions. 

5. Study of foreign competition and 
the importation of doors, plywood, 
and veneers. 

This action followed a talk by 
Charles E. Close, managing director 
of the Hardwood Plywood Institute, 
which graphically depicted the im- 
port threat facing the industry. Low 
tariffs put American plywood work- 
ers earning an average of $1.25 an 
hours in the position of competing 
with foreign workers earning as low 
as nine cents an hour. 

Close pointed out that under for- 
eign aid programs, this country has 
offered money and technical know- 
how to build up foreign plywood 
firms. C. T. Melander, Atlantic Mill- 
work Institute, expressed the opinion 
that hardwood door manufacturers 
soon may find themselves in a similar 


hazardous price position. 

Gibson was elected head of NWMA 
at its annual meeting in Chicago re- 
cently. These three men were elected 
members of the board of directors: 
George M. Curtis, Curtis Companies, 
Inc.; K. N. Bergsbaken, Northern 
Sash and Door Co.; A. C. Moss, Key- 
stone Frame and Manufacturing Co. 

According to Ormie C. Lance, sec- 
retary-manager, the National Wood- 
work Manufacturers Assn. will hold 
its summer meeting in San Francisco, 
August 3-5. 
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son in the Jackson-Reynolds Lumber 
Co., and shortened the name to the 
Reynolds Lumber Co. The mill is 
located at nearby Mayfield. 


CINCINNATI, OHIO: The presi- 
dent of NuTone, Inc., manufacturers 
of door chimes and related products, 
is in Belgium serving on a four-man 
team of American management spe- 
cialists as part of the technical as- 
sistance program of the U. S. Foreign 
Operations Administration, which 
Harold Stassen heads. J. Ralph Cor- 
bett is serving on the Belgium as- 
sistance team with a N. Y. food de- 
partment executive and officials of 
Life and McCall’s magazines. 


DETROIT, MICH.: New vice-presi- 
dent in charge of sales for the Soss 
Manufacturing Co. is Andrew Ten- 
Eyck, who has been with the firm 
35 years. John A. O’Brien, a 32-year 
company veteran, is the new vice- 
president in charge of manufacturing 
for Soss. 


SANDERSVILLE, GA.: The H. C. 
Lang Co. has been appointed repre- 
sentative for Casings, Inc., and Dry- 
wall Trim, Inc., in South Carolina, 
Alabama, Georgia, and the western 
part of Florida. Carleton Lang heads 
the company. 


Scholer New President 
of Concrete Institute 


Charles H. Scholer was elected 
president of the American Concrete 
Institute February 24 at the 50th an- 
nual convention. 

He has headed the department of 
applied mechanics at Kansas State 
College since 1919, except for a leave 
of absence to take charge of investi- 
gational work for the Portland Ce- 
ment Assn. in 1939 and 1940. 

Other officers are Frank Kerekes, 
Iowa State College, for a two-year 
term as vice-president; Phil M. Fer- 
guson, University of Texas; Joseph 
F. Jelley, Department of Defense, 
Washington, D. C.; H. C. Ross, Hy- 
dro-Electric Power Commission of 
Ontario, Canada, and George W. 
Washa, University of Wisconsin, all 
directors for three years. 


Brick Manufacturers 
to Meet in Florida 


The Southern Brick and Tile Man- 
ufacturers Assn. has announced that 
its annual meeting will be held May 
28-29. Convention headquarters will 
be. The Inn, at Ponte Vedra, Fla. 
Speakers’ topics will cover aspects of 
research, promotion, and plant prob- 
lems. 

The Structural Clay Products In- 
stitute, of which the Southern group 
is an associate, conducted a one-day 
meeting in Atlanta, Ga., at the Bilt- 
more Hotel, March 26. Members from 
throughout the South attended the 


free sessions to hear E. F. Walsh, di- 
rector of promotion for SCPI, and 
M. H. Allen, the institute’s director 
of engineering. 


New Representatives 
for Clark Equipment 


The Construction Machinery Di 
vision of the Clark Equipment Co 
has announced the appointment of 
several new district representatives 

George T. Japhet, former plant 
superintendent for the Southern Blue 
Print Co., will cover Georgia, Louisi- 
ana, Arkansas, Tennessee, Mississip- 


pi, Alabama, Florida, and South 
Carolina from his home in East 
Point, Ga. 

Clarence E. Zermer, former dis- 
trict representative for the Frank G. 
Hough Co., has the territory of 
Texas, Oklahoma, New Mexico, and 
Colorado. He resides in Garland, Tex. 

Kentucky and eastern Missouri 
will be served by Frank Reach Jr., 
whose territory also includes neigh- 
boring northern and western states. 
Previously he was with the R. C. 
Larkin Co. 

Kansas and western Missouri are in 
the territory of O. B. Law, who has 
spent 22 years with the Michigan 
Power Shovel Co. 
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WOOD PRESERVING PLANT CAN SHOW YOU 


HOW TO GET 


WOODS 
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HUNDREDS of dealers are making phenomenal gains in sales 
volume by selling clean PENTA Pressure-Treated lumber. 


MORE THAN THAT, you can make a double profit when you 


sell PENTA Pressure-Treated lumber 


the normal first profit you'd 


earn plus a generous additional margin on the pressure treatment. 


No inconvenience, no extra cost is added to your operation. 
Inbound shipments are simply routed to your nearby wood 
preserving plant and then to your yard. Stock is easily 
trucked to the wood preserving plant and returned to 


wooo 
TREATING 


ORY 


your yard, or delivered to the job. 


Posts that are Pressure-Treated with PENTA are also 
really clean and long lasting. Get the facts. 


Write Today Fer Detelils 


WOOD-TREATING CHEMICALS CO. - 5137 SOUTHWEST AVE. - ST. LOUIS 10, AO. 





A List Of Pressure-Treating Plants In Your Area 
Will Be Furnished On Request 


Write “Joday 
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National Lumber Dealers Exposition in New York, Oct. 2-10 


TO PERSUADE the public to “see your lumber dealer 
first whenever you plan to build anything,” the Na- 
tional Retail Lumber Dealers Assn. will sponsor a 
nine-day National Retail Lumber Dealers Exposition 
at the Kingsbridge Armory in New York City, Octo- 
ber 2-10. 

The theme of the exposition will be “Better Homes 
for a Better America.” It will feature action-type 
exhibits of building materials and equipment, a model 
retail lumber yard, a materials-handling demonstra- 
tion, and a forum on merchandising and distribution. 

In announcing the new exposition, President Henry 
J. Munnerlyn, of Bennettsville, S. C., stressed the 
stake of the retailer in homebuilding. He said that 
“the nation’s 26,000 retail lumber dealers build more 
than half of the country’s new homes and provide the 
materials for the balance.” 

The huge Kingsbridge Armory is located in upper 
Manhattan, convenient to the hordes of home-owners 
in upper New Jersey, Long Island, and other New 
York boroughs. Show Director Grover McDonald, pro- 
ducer of the annual Chicago Home Show and other 
great exhibitions, predicts that this retail lumber 
dealers’ exposition will attract over 250,000 con- 
sumers and 10,000 lumber dealers and homebuilders. 

The two-fold purpose of the exposition, according 
to Munnerlyn, is to acquaint the public with the value 
of the products and services of retail lumber dealers, 
and to show dealers how to maintain sales volume 
and profits through modern merchandising and man- 


agement. 

A model building supply store will show modern 
methods of layout and display. It will feature the 
products of manufacturers whose materials will be cn 
display in over 200 action exhibits. 

Nearby, visiting lumber dealers will see a contin- 
uous exhibition of materials-handling equipment that 
can help speed deliveries and cut handling costs. 

Concurrently, in a dealer forum, leading merchan- 
disers from all lines of business will explain new 
marketing trends and relate their use to the light 
construction industry. 

One of New York’s leading newspapers will be co- 
sponsor of this NRLDA exposition, forum, and the 
model home contest. It will be conducted for school 
children and others to focus attention on the comforts 
and conveniences available in new homes and resi- 
dential improvements. 

“The Home of 1955” will be an outstanding feature 
of the exposition. Other exhibits will show before- 
and-after home remodeling and expansion projects, 
outdoor improvements, and garden arrangements. 

The board of directors of the National Retail Lum- 
ber Dealers Assn. will hold its annual meeting simul- 
taneously with this exposition in New York City— 
instead of at White Sulphur Springs, W. Va., as 
previously planned. 

Net proceeds from the exposition will be allotted 
by NRLDA for special industry merchandising and 
educational programs. 





























EXCLUSIVE 
Fashionfold 


Door Pattern 


Patents Pending 


Be first with Fashionfold... 
see your Ra-Tox Door distrib- 
utor or write for complete data. 


THE HOUGH SHADE CORPORATION 

Janesville, Wisconsin 

IN CANADA: Canadian Ventilating Shades Ltd. 
481 Reid St., Peterborough, Ontario 


1025 Jackson . 


You’re in line for extra profits 
with this beautiful new 
basswood folding door. It has 
appeal no other door can match. 
FASHIONFOLD DOORS have 
been enthusiastically approved 
by builders everywhere. Easily 
installed, low in price to 
attract the builder and 
do-it-yourself home owner. In 
natural wood or colors. 


hGo-hoo 
: LOG 


An exhibit of interior and exterior 
lumber products for homes was spon- 
sored by PALM BEACH CLUB NO. 
147 at the Palm Beach County Ex- 
position on March 3 in that Florida 
resort city. The Cats continued at 
their February meeting a search with 
builders and architects of ways and 
means for more wood products to be 
specified in modern construction. 
Hoo-Hoo committees have been busy 
obtaining data on different species 
of lumber products and relative 
merits of treated lumber. ... CHAR- 
LOTTE CLUB NO. 96 drew a news- 
paper picture of the robed degree 
team and a story with its February 
16 initiation of 12 new members. The 
new N. C. Cats include Ralph H. Hus- 
band, Lee Alvin McAuley, Bruce F. 
Laing, D. W. Perry, J. B. Pinkston 
t Jr., W. D. Kendall, George J. Jenkins, 
= B. L. Baker, T. C. Walsh, V. E. Wall, 
Wayne Love, and Paul Love. This 
club meets on the second Tuesday 
night monthly at the Coach House 
restaurant. ... TAMPA CLUB NO. 
56 treated the kids from the Chil- 
dren’s Home with a free bus ride and 
ticket to Bill Bailey’s Minstrel Show 
on March 5. These Florida Cats now 
meet monthly at the Elks Club. 


DOORS 
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GIVE BIRTH TO TIDEWATER HOO-HOO CLUB IN VIRGINIA 


PRINCIPALS in the Hoo-Hoo con- 
catenation and organization meeting, 
held on February 18 at Old Point 
Comfort during the convention of 
the Virginia Building Material Assn., 
are shown above. They include, from 
left, Walter R. Parham, Tom Wait, 
W. J. O’Brien, Dennis R. Jackson, 
Joseph C. Wool, Joe C. Addington 
Jr., and John A. Clark. 

As president o. ...e Richmond Hoo- 
Hoo Club, Parham arranged the con- 
cat in cooperation with “Bud” Quinn, 
Washington leader. O’Brien is presi- 
dent of the Washington Hoo-Hoo 
Club. Wait is deputy representative 
of John H. Dolcater, Supreme Nine 


member for the South Atlantic area 
from Tampa, Fla. 

Addington was elected president of 
the new Tidewater, Virginia, Hox 
Hoo Club. He is associated with th: 
Addington-Beaman Lumber Co., No! 
folk wholesalers. Al G. Beaman 
vicegerent snark for the new clul 

Jackson, of the Waterfront Lumb« 
and Shipceiling Co., Newport New 
retailers, is vice-president of the nev 
club. Wool, of the John E. Wool Lun 
ber Co., Norfolk retailers, is secr« 
tary. Of the R. F. Slaughter Lumb« 
Co., retailers at Phoebus, Clark 
treasurer of the Cats. 

Fifteen of the 25 Kittens initiated 





The load on the man in- 
Stead of the truck. Extra 
handling, lower efficiency, 
searing labor costs. 





a Twin-Tilt is the only hand 
operated truck with the pat- 
ented, labor saving auxiliary 
frame. it lifts up to 1,200 ibs. 


with tinger tip control. 





BRAINS 


Built to rigid specifica- 
tions, Twin-Tilt gives you 
money saving, time saving 
and product saving opera- 
tion. Palletized materials 
ere moved in one easy 
operation. 


final ile aae 
P.O. B 
Né 4ATI 17, OHIO 


Write Twin-Tilt for literature 
describing in detail how you can 
save tabor costs whatever the 
size of your operetion. 


at the dealer convention are from 
the Hampton Roads or Tidewater 
rea of Virginia. They plan to meet 
monthly at suitable dineries in the 
area and make the most of Hoo-Hoo 
fellowship and objectives. 


Cats Reinstate in May 


May is National Reinstatement 
Month in Hoo-Hoo-dom. If you’re an 
old Cat whose membership has 
apsed, or if you know a lumberman 
vhose membership is lapsed, get re- 
nstatement forms from your local 
ecretary! 








call for 


a 


i 








When QUALITY and SERVICE count 


-PLY WOOD 
-LUMBER 
-DOORS 


You buy with efficiency, econ- 
omy and confidence when you 
buy from Georgia-Pacific. 
And one call does it all. . . so 
call your G-P office for fast 
deliveries of every species, 
size and grade of plywood 


G-P PRODUCTS—G-P Ripplewood Textured Paneling «+ 
GPX Plastic-faced Plywood « G-P Crownply Hardwood 
Plywood « G-P Plysheet Southern Plywood + Douglas Fir 
Plywood * Giant-sized Scarfed Panels « Fir Pattern Doors « 
Hardwood Flush Doors « Cypress and Redwood Lumber 
* Southern Pine * Southern Hardwood Lumber + Western 
Lumber « Treated Lumber and Timbers + Residential and 
Factory Flooring * Mouldings. 


"a GP) 


GHORGIA— PACIFIC 


PLYWOORDB COMPANY 
SOUTHERN FINANCE BUILDING, 
AUGUSTA, GA., CALL 2-8383 
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Ornamental Iron 


(Continued from page 27) 


new homes made beautiful with 
ornamental iron. 

“They read about the old homes 
of New Orleans and Charleston, 
with their ornamental iron bal- 
conies and railings. When we show 
them why ornamental iron columns 
are more economical than wood for 
their new or old homes, they often 
buy!” 

Miss Carroll and the staff of her 
four-year-old supply firm are quick 
to explain that ornamental iron 
installations qualify for the easy 
payments provided by FHA Title 
I loans. Easy terms are stressed in 
this dealer’s newspaper, direct- 
mail, and radio advertising. 

So is the design service, fur- 
nished by Huntington Industries, 
Inc., Memphis, Tenn., makers of the 
ornamental iron. Customers wel- 
come the advantage of custom 
sized installations at no increased 
cost 

The Twin City firm has two out 
side salesmen who devote thei 
time exclusively to the sale of orna- 
mental iron and electrical appli- 
ances. Though unrelated, these two 
modern items are in demand to 
improve nearly every home for 
customers of all ages. 

Miss Carroll offers a speaker on 
ornamental iron to garden clubs 
and other groups. The factory 
sends an expert to tell the story of 
this material in architecture, but 
sometimes Miss Carroll or a sales- 
man fills the bill. 

She says the best prospects for 
ornamental iron improvements are 
the owners of low- or medium-cost 
homes who have gotten from under 
the first big load of homebuying. 


They welcome ornamental iron to 
improve the appearance of the 
front or side entrance. To meet 
spot demand, she maintains an 
average inventory of $2,000 worth 
of ornamental iron. 

Ornamental iron railings are in- 
creasing in popularity, too, for use 
on retaining walls for houses built 
on hillsides, as the twin cities 
spread out into the hills. 

“My best advertisement, to date, 
is our new building and air-condi- 
tioned showroom,” Miss Carroll 
confides. “We pick up new custo- 
mers nearly every week from some 
of the 500 persons who attended 
our formal opening last September. 
The lacy iron columns, wide win- 
dows, and planter boxes catch the 
eyes of most passing motorists.” 

As the name of her building sup- 
ply firm indicates—the Twin City 
Lumber and Moulding Company— 
Miss Carroll sells much moulding 
and lumber, too. Her skilled crafts- 
men can turn out more than 8,000 
patterns on modern moulding ma- 
chines. All types and sizes are 
binned to allow easy selection by 
customers, who are often invited 
to the shop. 

This dealer claims to furnish ma 
terials “For every building need.” 
Linoleum and tile flooring, asbestos 
siding, and venetian blinds are 
other specialties. Blinds are fabri- 
cated and coated in a spray room. 

Becoming interested in construc- 
tion in 1946, because she saw great 
demand for small homes, Miss Car- 
roll borrowed $3,000 on her home 
and built her first house for re-sale. 
Soon she headed the North Little 
Rock Home Builders. 

In 1949 she founded the North 
Little Rock Venetian Blind Com- 
pany. In 1950 she started her mod- 
ern building supply store and lum- 
ber yard. 

Miss Carroll’s background is 
unusual and of interest to custo- 





W. J. WORD LUMBER CO. 





mers and suppliers alike. Left an 
orphan, she grew up in a New York 
convent. After graduation, her 
voice and personality opened a 
career in music for her. Soon she 
was touring the country success- 
fully with her own dance band, 
Kay Carroll and Her Coquettes. 
She sang and played the drums. 
Born and named Yvonne La 
Pierre, she has since adopted legal- 
ly her stage name of Kay Carroll. 
Her latest achievement is the 
building of her own model small 
home. It combines tasteful use of 
ornamental iron, mouldings, and 
modern paint colors. Unmarried, 
Miss Carroll occupies the home 
alone and likes its seclusion to 
dream up more ways to make her 
varied business enterprises prosper. 


Sell ‘Em Wallpaper 


(Continued from page 28) 


paper-hanging results, without try- 
ing to play up the idea that hang- 
ing is “easy.” 

Some brands of wallpaper now 
come pre-pasted—with glue on the 
back so that they are merely dip- 
ped into water, placed on the wall, 
and straightened. Even murals— 
once considered more difficult to 
apply—are now pre-pasted, mak- 
ing them more practical for resi- 
dential use. 

For the most part, retail lumber 
dealers stock low- and medium- 
priced printed papers. But they 
should be at least familiar with 
some of the higher-priced papers 
—silk-screen designs done by 
hand; flocked patterns, with a 
“fuzzy” raised pattern; embossed 
designs that look like parchment; 
photographs of wood grains on 
stiffer paper; long-wearing, wash- 
able papers that look and feel like 
damask but actually are paper, im- 
ported from Europe; grass patterns 
made by criss-crossing honeysuckle 
fibers on paper. 

Cotton material covered with a 
vinyl plastic is making inroads in 
the wall-covering market. Like 
wallpapers, these materials are 
used to add color and distinction, 
and add the advantage of an easily 
washable, durable finish. 

Selling wallpaper can be a time- 
consuming job. Women give great 
thought to what color they will 
apply to the walls of a room—and 
it takes even more time to visual- 
ize a patterned covering for walls. 
For this reason, make sure that 
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WE ARE ALL SET .. . To give 
your orders careful attention and 
prompt shipment . .. WE NEVER 
STOP MANUFACTURING Pon- 
derosa and Sugar Pine from our 
own large resources . . . top quality 
kiln-dried interior | trim, jambs, 
frames, incense cedar venetian blind 
slats, glued-up panels, cut stock, 
box shook .. . 


JUST 
ADDED 
4 More Dry 
Kilns. Our 
Capacity now 
114 Million 


both sides of windows can be 
washed from the inside with the 
new Grand Rapids Ven-Trol-Gear 


The popular new Grand Rapids ‘Ven-Trol- 
Gear" opening mechanism for window ven- 
tilating panels in the modern multi-panel 
window systems offers many exclusive ad- 
vantages that appeal to owners of resi- 
dential, monumental and commercial build- 


ings. It swings ventilating panels outward 
and downward to any degree of opening 
desired to assure full view as well as the 
most efficient ventilation regardless of 
weather . . . opens and closes windows 
smoothly, quietly and easily . . . and per- 
mits easy washing of both sides of the 
window panes from the inside. See other 


Bd. Ft. per 


Charge. What You Want, When You 


Want It. 
Ralph L. Smith Is Your 
Dependable Source Of Supply. 





Mixed Cars to the Trade, 
Our Specialty 








The Ralph L. 


v 
“SMITH 


Lumber Company 


Mills at 
Anderson and Castella 
Sales Office at 
Anderson, California 
Sugar Pine « Ponderosa Pine ¢ Douglas Fir 
White Fir e¢ Incense Cedar 








HOW TO BUILD MORE 
SALEABLE SPACE INTO HOMES 





Write today for 
FREE 

BESSLER 
CATALOG 
showing how 
easily and 
economically 
you can use 
BESSLER 
DISAPPEARING 
STAIRWAYS 
(7 Models) 


to assure more 





IMMEDIATE 
DELIVERY 


assured on all models! 


THE BESSLER DISAPPEARING STAIRWAY CO. 
1900-F East Market Street, Akron 5, Ohio 


cubic feet per 
building dollar! 








APRIL, 1954 . 





important features listed below. 


VENT 
ent Mane. aeteatonl ACTUATOR 


| Vex Tao Gea Trow-Gean 


FOR PANEL WINDOW SYSTEMS 


5 ©Ventilating 
Panels open 
outward to a 

full 90°. Ven- 
Trol-Geors are 
available in 5 sizes 
handling a minimum 
of 15 openings. 


MOST PRACTICAL 


AND EFFICIENT 


OPENING MECHANISM AVAILABLE TODAY 


WARE 


1. Fingertip gear-operated 
control — nylon rollers as- 
sure smooth, noiseless 
operation. 


2. Operating mechanism 
fully concealed including 
hinging mechanism 


3. Handle grip location 
adjustable down 15° from 
horizontal position 


4. Positive locking mech- 
anism fully concealed ex- 
cept for operating lever. 


5. Designed for use on 
wood or metal windows 


with minimum frame open- 
ing height 10” .. . maxi- 
mum sash weight 40 Ibs. 


6. Can be used with any 
type of glazing up to 1” 
including double glazing. 


7. Can be used with any 
wall thickness or trim as 
mechanism is integral part 
of window. 


8. Quick, easy installation 
—exposed controls finished 
in antique bronze enamel 
with special finishes avail- 
able on request. 


Make your A.B. C. for 1954...“Always be Competitive” 
WRITE FOR ILLUSTRATED LITERATURE TODAY! 


GRAND RAPIDS HARDWARE CO. 


GRAND RAPIDS 2, MICHIGAN 


NEW YORK 
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LOS ANGELES 


DANBURY CONN 





you have a comfortable, conven- 
ient place where you can tactfully 
leave the customer to study wall- 
paper patterns while you may 
attend to the man with a house 
bill in his pocket. But it is a good 
idea to show a great deal of initial 
interest and to check back fre- 
quently. 

The ideal situation is to have a 
woman employee who doubles as 
interior decorator for paints and 
wall covering materials. But since 
most firms are too small for so 
specialized a service, it is impera- 
tive to educate the sales force to 
know a few decorating fundamen- 
tals so that conversation with a 
customer shows that they know the 
product and its uses. 

Subscribe to a few shelter or 
home decorating magazines. They 
will not only give your sales force 
a few “pointers” but make an at- 
tractive addition to your home- 
planning or wallpaper center. 

Selling wallpaper offers a good 
chance for showmanship. As soon 
as a customer walks in and de 
clares an interest in wallpaper, the 
salesman should ask the size of the 
room, exposure, amount of light, 
type of furniture, flooring and its 
coJor, and colors of draperies and 














EESSESSSSSRERESEE! 


ORDER 


Lili iii ii iiiti 


SSeeeeen: 


ALUMINU 





THE QUALITY SC 

















l 


rs 
; 
' 





Lit Iii 


DULILILIII III 


Siiliiiiiit 


PSSSSSSSSSeseeen! 


THETIC Tre eee eet eee ee eetaaee 


on precision equipment 


ISSSSSSSSSSSSSCSSSSSESSSSSSESSSES! 


Httttitttttpti titi iii iii iii fii iiiiiiiiiiit 
PSRSSSCCSCSSSSSCSSSSSSSSSSSSSSSSSSSSEs! 


SRtLitiiit ii iiii iii 
JSUTITIOTTTT rit itice 


N 
NE MOUNTAI 
STO NUM SCREEN 


REEN FOR QUALITY ito) :) 


¢ Full-size Alcoa Alclad Wire 

« Full mesh count—Double selvage 

« Lightweight—never needs painting 

« Won't stain masonry or woodwork 

« Lowest cost in the long run 
Carefully woven by skilled workmen 


« Meets Bureau of Standards CS 138-49 


We have the only electri baking oven in the 
country for careful control of the quality 


COATING 


Southern Made for Southern Requirements 
CALL COLLECT FOR CURRENT PRICE LIST 


WhITEHEAD WOVEN WIRE CO. 


Mail: Box 488 «. Emory University, Georgia 
Plant at Snapping Shoals, Covington, Ga. 
Phone Collect, Covington, Georgia» 406 


other decoration in the room. 

A room that is used by the whole 
family—such as a dining room— 
can be used to reflect some family 
interest. If the family likes travel, 
a paper that shows scenes they 
have viewed will remind them of 
the happy hours spent there and 
make the room virtually a ‘con- 
versation piece” itself. Mexican 
pottery or woven fabrics can sug- 
gest Latin American countries; 
mountain climbers and peasant 
dancers, the mountainous countries 
of Europe; sidewalk cafes, France 
and Italy, and the United States. 

You will inspire greater con- 
fidence in your customer as a “dec- 
orator” if you can suggest special 
uses of wallpaper that add individ- 
uality to a home. Lampshades and 
wastepaper baskets can be covered 
to match a wall and then shellack- 
ed for greater wear. Children’s toy 
boxes, fronts of kitchen cabinets, 
and stair risers also take wallpa- 
per and wall fabrics attractively. 
The wall over a mantel is ideal 
for a touch of wallpaper—especial- 
ly a pattern with a vertical design 
in which the edges are cut out at 
both sides before application. 

To a customer who really goes 
for modern decoration, suggest 


this: Use each corner of a room as 
a vertical line from which to 
radiate the decoration design. A 
pattern with branching leaves, for 
example, can be cut from the back- 
ground paper on one side only, 
leaving the uncut side at the corner 
of each room. 

Wallpaper on one or two walls 
can virtually change the shape of 
a long, narrow room. Another un- 
usual effect is achieved by using 
paper on the ceiling, extending it 
down a foot or two on each wall, 
either scalloped or following the 
bottom of the design. 

With a greater trend toward 
“open living” in modern homes, 
the dining area can be separated 
from the living room by means of 
a different wall covering. The same 
idea is used to separate a breakfast 
nook from the kitchen. 

Some wallpaper salesmen—who 
make a point of knowing every 
piece they can offer—first bring 
out a few patterns that may be 
similar but not the best choice for 
the room. After the customer has 
looked at several of these patterns, 
he brings out those he thinks she 
will like better, so that the good 
comparison frequently cuts down 
the time required for the sale. 
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SAFETY FOLD STAIR 


WOMAN 


@ Arm hinge auto- 
off frame over matically broken 
break bearing in- by spring tension 
stead of door. as you step off 
eliminating door stair. 
flying up in face, 4,” treads 84%,” 
two adjustments apart instead of 
on spring. Arm 9%”. 
operates with No exposed hinges 
sleeve bearing. on ceiling when 
Stiles thoroughly unit is installed. 
braced eliminat- Long metal hand 
ing possibility of rail — No splin- 
spread. ters. 

Dealers—write today for full information and 

name of your nearest distributor. 


Century Manufacturing Co. 


410-20 NORTH WALDRAN, MEMPHIS, TENN. 


@ Spring operates 
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FOR YOUR 


FREE COPY 
Write for WG-29 » 


Shows complete plans on how to 
build display and storage rocks that 
sell window glass. 


Libbey-Owens:Ford 
Glass Company 
7044 Nicholas Building 

Toledo 3, Ohio 
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Majestic 
UNDERGROUND GARBAGE RECENTER 


Buries The Garbage Can Problem! 


Ideal For Cans and Bottles 


Does away with that unusuable, 
pest-attracting corner of the | 
yard. With a Majestic Under- | 
ground Receiver, odors are locked 
in, pests are locked out — refuse | 
is stored below ground level 
where it won’t freeze, won’t fer- | 
ment. Your customers will like | 
the convenience of an Under- 
ground Receiver — the toe-tip lid 
lift, the easy can removal, the 
way it can be placed near the 
kitchen door, saving thousands 
of steps while keeping the yard 
neat and sanitary. Inner shell 
lasts four to five times as long 
as ordinary cans. 


Write for name of your distributor! 


The Majestic Co., Inc. 


414-D Erie St., Huntington, Ind. 

















DONLEY Line 
meets all Damper needs 


e&. ¢ 


A choice of materials—high grade cast iron or U. S. S 
Cor-Ten Steel. 


A choice of control devices—Rotary Control, 
Control and Chain Control (for four sizes). 


Poker 


A wide range of sizes—Everything from 24 inches to 
96 inches, 11 sizes, based on width of fireplace opening 


A modern variation—The extra capacity, wide throat, 
square end damper that is vital to the proper working of 
such modern creations as the double opening fireplace 
the projecting corner fireplace and the three-face fireplace 


Trustworthy Instructions — Fireplaces work cleanly, 
yielding generous heat, when constructed in accordance 
with plans and instructions attached ta every damper 
an important aid to pleasant customer relations Be 
sure your Donley Catalog is the latest. 


THE DONLEY BROTHERS CO. 


13905 Miles Avenue Cleveland 5, Ohio 
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Put this eye-catching 


DICKS-PONTIUS 


box on your counter and 
watch ’em reach! 


Highest quality D-P white Caulking 
Compound in a giant Collapsible Tube! 
It's a ‘‘do-it-yourselfer's’’ dream! A 
dealer's, too! 

Perfect for dozens of home mainte- 
nance jobs. 

Tube has built-in applicator tip and 
cap that screws over it during storage. 
Ten tubes to the compact display box. 
Each tube contains 1/10 gal. of fa- 
mous, top quality D-P white Caulking 
Compound, 


It's Nationally Advertised! 


Popular Mechanics 
Popular Science 
Family Handyman 


Dayton, Ohio 


Decatur, Georgia + Dallas, Texas 


The Dicks-Pontius Company ° 


Alexandria, Virginia - 
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Boost volume and profits 





Stock Loxcreen aluminum tension 
screens—preferred by your customers 


Loxcreen is the only tension screen with patented 2-way- 
pull Spring Latch. Once set, they maintain permanent 
tension side-to-side and top to bottom. 


Only Loxcreen has 2-way length adjustment. Extra folds 
of screening, finger tip controlled floating bar assure 
perfect closure because they allow for normal window 
frame variations. 


Lifetime aluminum bars, full length screening and hanger 
assembly;——here is a simple, complete package your cus- 
tomer will buy across your counter. Loxcreens are inside 
hung in a few uncomplicated steps, so easy the house- 
wife herself can make an installation in just 5 minutes. 


With a minimum Loxcreen stock in minimum storage 
space, you can supply both new construction market and 
huge screen replacement demand. Attractive selling price. 


THE SCREEN IN THE WINDOWSHADE CLASS 


Write for details: THE LOXCREEN COMPANY 
P. O. Box 5133, Columbia, S. C. or 
522-2nd Unit Santa Fe Bidg., Dallas 2, Texas 


APRIL, 1954 . 





A 


A & F Tileboard Co. 
Ackerman, H. D. 
Adams Rite Mfg. Co. 
Advertising Council, 

Civil Defense 
Allen, J. 
Allied Building Credits, Inc. 
Americah Sisalkraft Co. 
American Sta-Dri Co. 
Anthony Truck Co. 
Arvey Corporation 
Associated Plywood Mills, Inc. 
Atlantic Steel Company 


B-D-F Engr. Corp. 
B & T Metals Co. 
Baldwin & Sons, 
Lawrence J. 
Barclay Mfg. Co. 
Barrett Div. (Allied Chemical 
& Dye Corp.) 
Bessler Disappearing 
Stairway Co. 
Bialy, Norman A. 
Biglin Co., Inec., H. C. 
Bird & Sons, Ine. 
Bone-Crow Co. 


Bowers Jr., 
R. P. (Rudy) 


Boyette & Son, Inc., 
Edwin ( 69 & Third Cover 


Braeckles, Inc. 69 
Builders Products Co. 1 


Burns Manufacturing 
Co. Second Cover 
* 


Burton, Robert S. 


C 


Caldwell Mfg. Co. 
Cameron & Co., Wm. 
Cameron and Richardson 
Carter Co., H. V. 
Carey Manufacturing Co., 
Philip 
Casings, Inc. 
Celotex Corp., The 
Century Mfg. Co. 
‘ertain-teed Products Corp. 
‘hapman Chemical Co. 
‘hicopee Mfg. Co. Fourth Cover 
‘ements, A. J. 
‘oal Chemical Division 
United States Steel Corp. 
Colorshake Corp. 
Consolidated General 
Products, Inc.—V-F Div. 
‘onsolidated Iron-Steel Mfg. Co. 
‘onway, Jack 
‘onway Co., M. 


Second Cover 


‘oppo Co. 

‘raig Wood Products Co. 
‘rispin Co. 

ruze, Fred F. 
‘umberland Portland 
Cement Co, 

‘urrie, George F. 

‘urrin Co., Inc. 

‘urtis Companies, Inc, 


D 


Davis, Marion T. 

Deatty, Arthur 

Denison Corp. 

Deniston Co. 

Detroit Steel Products Co. 
Dickey Clay Mfg. Co., W. S. 
Dicks-Yontius Co. 

Dixie Lumber Co., Inc, 
Donley Bros. Co. 

Douglas Fir Plywood Assn. 
Drywall Trim, Inc. 

Duffey, J. L. 

Dunlap, W. T. 


E 


Everett & Co., John T. 
Ez-Way Sales, Inc. 


F 


Fir Door Institute 

Fisher, Harry A. 

Flintkote Co, 

Foldaway Stairway Co. 

Frost Forest Products Div. 
Olin Industries, Inc. 

Fuller Jr., L. G. 


G 

Garner & Co. 
Gaskin Jr., T. A. 
Gaston, Brice G. 
Gate City Sash & Door Co. 
General Plywood Corp. 
Georgia-Pacific Plywood Co. 

Gibb, Tom P. : 
Gilbert Co., S. P. 69 
Goetze Co., Earl 
Goldman, S. R. 


Gordon & Son, Inc., 
Alexander 69 & Third Cover 


Gossett Associates, T. F. 70 
Grand Rapids Hardware Co. 81 
Griffin, A. W. 69 
Grolman, P, A 

Gulf Steel & Wire Company 


H 


Hager & Son’s Hinge Mfg. Co., C. 
Harloc Products Corp. 
Harmon, William 
Harris Livingstain Co. 
Haskelite Mfg. Co. 
Hayes, Jack 

Heatilator, Inc. 
Hewlett-Parham 

Hilliard, R. B. 

Hoffner, Harry A. 
Homasote-Nova Co. 
Hope’s Windows, Inc. 
Horwitz, A. L,. 

Hough Shade Corp. 
Houk, J. T. 

Howard, Summer, W, B. 
Howell Mfg. Co., The 
Huttig Sash & Door Co, 


Ideal Brass Works, Inc 
Ideal Hanger Co. 
Insulite Div. Minnesota & 

Ontario Paper Co. 
Israel, J. Chris 


J 


J. M. J. Industries 
Johns-Manville, Inc. 
Johnson & Co., Inc., A. J. 
Johnson Lumber Co., ( 
Joiner Co., Roy C, 


K 


Keasbey & Mattison Co. 
Kemp, S. H. 
Keystone Wire Cloth Co. 


L 


Leonard, R, B. 

Libbey-Owens-Ford Glass Co. 
Lockport Cotton Batting Co. 

Lock Vent, Inc. 

Lone Star Cement Corp. 

Longview Lime Corp, 

Lowe Brothers Company 

Loxecreen Co, 84 
Lucas & Co., Inc., John * 
Ladman Corporation .. Third Cover 


Third Cover 


12 and 
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ADVERTISERS INDEX 
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McCluggage Sales Co. 69 

McKnight Co. 69 

McQueen, R. B. 70 

Majestic Company, Inc. 83 

Mann and Co., J. T. 69 

Manufacturers Sales 74 

March, Inc., E, L. 4, 69, Third Cover 

Marquette Cement Mfg. Co. * 

Marsh Wall Products, Inc. 

Masonite Corporation 

Mengel Co, 

Meroney Co., Cy 

Meroney, R. K. 

Metal Trims, Inc. 

Meyercord Sales Co. 

Midwestern Sales Co. 

Mirro-Chrome Co., Inc. 

Monarch Metal Weatherstrip 
Corp. 

Morris, J. L. : 

Mound City Paint & Color Co. 

Murphy, D. T. 

Murray Co. of Texas, Inc. 

Murray, L. E. 


N 


Nachlas, Otto 

National Fund for Medical 
Education 

National Guard Products, Inc. 

National Lock Co. 

National Woodworks 

New Castle Products, Inc. 

Newman, A. S. 

New York Wire Cloth 

Nichols Wire & Aluminum Co. 

North, J. Scoby . 

North, Joseph T. 


e) 


O'Callaghan, W. L. 

Oconee Clay Prod. Co. 

Old American Roofing Mills 

One-Der Frame Corporation 

Orangeburg Manufacturing 
Co., Ine, 

Oregon Lumber Co. 

O’Rouke, James 

Owens-Corning Fiberglas Corp. 


P 

Pacific Lumber Co. 

Pack River Sales Co. 

Peaslee-Gaulbert Paint & 
Varnish Co 

Per-Fit Products Corp. 

Perma Products Co, 

Perrow Chemical Co. 

Perry-Jones Lumber Co., Inc. 

Piper, Joseph Mee Pe Sem! 

Plastergon Wall Board Co. . 

Powell Co., A. J. 

Prestile Mfg. Co. 

Prince, Albert J. 

Proctor & Co., E. W. 

Protective Papers, Inc. 

Pullman Mfg. Corp. 


Red Cedar Shingle Bureau 

Reed Unit Fans, Inc. 

Reynolds Metal Company, The 

Roach & Musser Co, 

Ross Carrier Line, Industrial 

af Div., Clark Equipment 
0. 

R. O. W. Distributors 

Ruberoid Company 

Rudiger-Lang Co. 

Ryan Sales Corp. 


S 


S & S Sales Co. 72 
Sain, Wm. T. 88 


* 
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Sanders-Cederlof & Associates 
Sanders, Sam G, 

Seaboard Lacquer Co. 

Seidel Mfg. Co. 

Seidlitz Paint and Varnish Co. 
Selinger, Eliot R. 

Sellars, Jack L, 

Simpson Logging Company 
Smith, J. Paul i, 46, 
Smith Lumber Co., Ralph L. 
Southern Metal Products Corp. 
Southern Plaswood Corporation 


Southern States Iron Roofing 
Co. (Barclay Mfg. Co.) 


Southern States Iron Roofing 
Co. (Perma Products) 


Southern States Iron Roofing 
Co. (SSirco) 


Spentzos, Jim 

Stair, James A, 
Stanley, Frank W. 
Stanley Works, The 
Stem, Inc., Chester B. 
Stenzhorn, Inc., Bob 
Stokes, George 

Storey Lumber Company 
Stovall, W. H. 

Superior Wall Prod. Co. 


¥ 


15 
M4 


m4 


69 
81 


a 


Tennessee Coal, Iron & Railroad 


Div. U. S. Steel Corp. 


Tennessee Products & 
Chemical Corp. 


Trimble Co., Inc., C. R. 


Trinity Div. General 
Portland Cement Co. 


Tri-State Building Service 
Trowbridge, Lewis C. 

Turner & Seymour Mfg. Co. 
Turpentine & Rosin Factors, Inc. 
Twin-Tilt Truck Company 


U 


Union Aluminum Co, 
Union Lumber Co. 


United States Gypsum Company 53 


U. S. Plywood Corp 
(Industrial Adhesive Div.) 


U. S. Plywood Corp. 
United States Steel Corp. 
Coal Chemicals Division 


United States Steel Corp., Tenn., 


Coal, Iron & Railroad Div. 
Universal Window Corp. 
Upson Co. 

Utley, Inc., Withers Clay 


Vv 


Vennell and Son, H. L. 
Vento Steel Prod. Corp. 
Vulcan Metal Products 


WwW 


Wagner Mfg. Co. 
Wallace Manufacturing Co. 


West Coast Lumbermen’s Assoc. 5: 


Western Pine Assoc. 
Weyerhaeuser Sales Co. 
Whitehead Woven Wire Co. 
Whitton, R,. E. L. 
Wickwire Bros., Inc. 
Willamette Valley Lumber 
Company 
Williams, Grainger 
Wood Treating Chemicals Co. 
Word Lumber Co., W. J. 
Wright Co., L. K. 


Y 
Yauger & Co., Jack 
Z 


Zegers, Ing . 
Zimmerman, Fred H. 





residential 
comfort-cooling 


PACKAGED ATTIC FANS 
Reed packaged attic fans are designed with the 
builder in mind. Simple and easy to install, quiet, 
powerful, stock sizes for every requirement. Auto- 


matic shutters. 


WIND-O-VENT FANS 
Family of sizes for every home requirement. Two- 
speed reversible, two-speed direct-drive, single- 
speed reversible. Powerful, quiet, long-iasting. 


Write rods 
hax catalog 


UNIT-FANS, INC. 


1001 SAINT CHARLES AVE., 
NEW ORLEANS 8, LA 


it in SOUTHERN BUILDING SUPPLIES 


s 

: Reed Unit-Fans, Inc., $4 

g 1001 Saint Charles Ave., 
New Orleans 8, La. 


Send me full information 
about Reed Fan Line and 
Dealer Promotion Plan. 


Se Peper. eae 


85 





Sell one — 
ora complete set 


m\ > 


With or without key locking, Simple 
installation . . . Just drill three 14” 
holes. Streamlined poosty, Adjust- 
able for 34" to 1" doors, Reversible. 


Lubricated for long life, Simple applica- 
tion, Enclosed Shock absorber spring, 
Hold-open feature, Display models 
available with each half-dozen. 





Plated or Stainless Steel and Brass Metal. 


For SCREEN DOORS 
one of 10 woods from the | te A ae Se, 


WESTERN PINF sein | ams ree ass worse 


Strong, durable and straight-grained, Larch is an ideal 
wood for all structural and heavy construction purposes. 
Tough-fibered and rigid, it holds its shape, works well 
and resists nail withdrawal. Larch’s handsome grain, 
satin-smooth surface and reddish color put it in demand 


for interior architectural woodwork, too. low cost storage space with EZ-Way Folding 


: Stairways @ increase sales — show your 
Larch comes in 3 select, 5 common, 3 structural, customers the advantages of this inexpensive 


4 dimension grades. You can order it in straight or mixed storage space 
car lots, together with other woods of the Western 
Pine region. 








EZ-WAY Folding Stairways 


Sturdily builg, modern in ap- 
. IDAHO WHITE PINE pearance. EZ-Way features 
the Western Pines PONDEROSA PINE touch-control, balanced spring ac- 
SUGAR PINE ton. Close study of EZ-Way Fold- 
ing Stairway features will prove to 
you the way to dest please your cus- 
LARCH tomers on auxiliary, low cost storage 


DOUGLAS FIR space. 
WHITE FIR Write ropay for the illustrated brochure 


. ear 

the Associated Woods ENGELMANN SPRUCE providing information and specifications on 
INCENSE CEDAR EZ-Way products. EZ-Way products are . 
manufactured by EZ-Way Sales, Inc., Box cn 


RED CEDAR 300-5 St. Paul Park, Minnesota. \ > 
LODGEPOLE PINE \ sf \ 


get the facts on LARCH } é 4 NVA y! 
write for the FREE illustrated booklet tu ays " / : 


WESTERN PINE ASSOCIATION 
Yeon Bidg., Portiand 4, Oregon 
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‘equal. ee 


FOR FAST FOR EASY | FOR QUICK 
SALES HANDLING PROFITS 


All Ludman’s famed promo- Each unit completely assembled. Speeded by Ludman’s proved 
tional skill goes into creating Minimum warehousing required. merchandising know-how... 
enthusiastic demand among One delivery to the job...no nationwide sales organization 
architects, builders, consumers! spare parts to stock or lose. ... Streamlined distribution! 





No other window can match Auto-Lok’s 
exclusive features... can seal as tight.. 
operate as easily... look as beautiful... 
pack the selling punch that makes 
customers buy on sight! 


So sign up with Ludman— get in on 
the program that’s producing profits 
for smart dealers all over America. 


FAST DELIVERY. Ludman's new plant—the 
nation's largest—is now in full-speed pro- 
duction. Jobber and Distributor warehouses 
are stocked for immediate deliveries. 


ENGINEERING SERVICE. Ludman's proven 
window engineering leadership is available 
to help you with any job, large or small. 





SEALS 
TIGHTER 
THAN A 

| REFRIGERATOR 





ALUMINUM OR WOOD WINDOWS 


BUILDER PROMOTION. Builders in your 
area are constantly contacted, by mail, 
by advertising...they too recognize 
Auto-Lok leadership. 


NATIONAL ADVERTISING. Ludman leads 
n window advertising in leading national 
magazines. Many millions see Auto-Lok 
advertisements, cre sold on Auto-lok 
eadership 


PROTECTION. You're the top man in the 
Ludman program. Ludman protects your 
nterests, keeps you happy with your 
Auto-Lok dealership. 


PROFITS TO YOU. Ludman products are 





PLANNING SERVICE. Experienced engi- 
neering draftsmen will serve you with 
shop drawings. 


ARCHITECT CONTACTS. Ludman has 
them...all over the nation. You cash in 
locally with our sales-advertising leads 


NATIONWIDE SALES FORCE. There's an 
experienced, factory trained salesman 
always nearby to help you. 


priced right... discounts are liberal 
profits big! 


JALOUSIES TOO! The same world- 
famous Auto-Lok engineering design and 
quality standards are applied to Ludman 
Windo-Tite Jalousies incorporating a// 
the features that count most with archi- 
tects, builders and homeowners. 


See ee Lc lee oe — — —- — SE Se eee 
Your customers will ! LUDMAN CORPORATION Dept. 585-4 
prefer this window! Send | North Miami, Florida 
coupon today for com- | Gentlemen: Please send complete information about 


plete detailed dealer Auto-Lok Windows. 
c oO le Me 7 Nh i information and the name | Wood Aluminum Windo-Tite Jalousies 
WORLD'S LARGEST MANUFACTURERS | Name 
OF AWNING WINDOWS AND JALOUSIES D) MBs 
| 


of the jobber nearest you. 


Factory Sales Offices: NEW YORK * CHICAGO + WASHINGTON, D.C 


ATLANTA «+ ST. LOUIS * HOUSTON «+ SAN FRANCISCO «+ MIAMI City 
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GLASS -always in windows...now in screen cloth! 





Put yourself in the 


business for only $832 
f.0.b. Chicago, Ill. 


J faltw lalinetelera relay 


cuts 
measures 
dispenses 


New CHICOPEE 
FIBERGLAS 
SCREEN CLOTH  (\eaaeee noel 


five 50’ rolls of Chicopee Fiberglas Screen Cloth in 
the five best-selling widths: 26’, 28’, 30’, 32”, and 
36”. Replacements are in 100’ lengths. It’s a com- 
bination guaranteed to start spring sales climbing. 


New Chicopee FIBERGLAS Screen Cloth 
can't stain sidewalls...rust or corrode 


FLEXIBLE - CAN’T BURN + EASY TO WORK WITH 
Contact your jobber today or write directly to us for complete details p'us special free sales aids. 


LUMITE DIVISION, Chicopee Mills, Inc., 47 Worth Street, New York 13, N. Y. 


tT.M. Chicopee Mills, Inc. *@T.M.O.C.F. Corp 
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